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1934. Requires 
Organized Selling 


The last five years have witnessed a very 
radical change in the attitude of the 
buying public toward Life Insurance. 


This attitude is more favorable but 
more discriminating. A public that 
once bought Policies, now are cover- 
ing Needs. The requirements of the 
Life Insurance salesman have also un- 
dergone great changes. There was a 
time when ‘a man of average intelli- 
gence with easy going methods who 
exposed himself to prospects, could 
obtain enough business to make a 
good living. That time is past. The 
salesman of the present if successful 
must plan his work and use Organ- 
ized Sales methods. 


The 5-2-1 and 1-2-3 Sales Plans 


The above is not an attempt to change 
the “alphabetical age” to the “numerical 
age.” “5-2-1” indicates a modern 
method of prospecting that has helped 
Ohio National salesmen to contact 
valuable prospects. Those of the Ohio 
National who use the 5-2-1 Plan never 
want for prospects ... they have more 
than they can see. 


The 1-2-3 Sales Plan is a practical ap- 
plication of all of the elements of suc- 
cessful selling. The Manager and 


Agent with the Ohio National 1-2-3 
Plan has a program that is sure to 
bring success. Those who follow the 
1-2-3 Plan . . . have a definite Time 
Control program; a systematic Pros- 
pecting Plan; know how to discover 
the prospect’s need, and have a well- 
prepared Organized Sales Talk to pre- 
sent the need discovered. 


The enthusiasm with which this new 
sales plan is received by the Ohio Na- 
tional Field Staff, the increased sales 
of those who are using the Plan and 
the ease with which it can be put into 
effect, have added to the attractive- 
ness of an Ohio National salesman’s 
contract. 


All salesmen under contract with The 
Ohio National Life Insurance Com- 
pany enjoy the benefits of the Ohio 
National 5-2-1 and 1-2-3 Plans. 


Salesmen wanted in each of the fol- 
lowing 26 States: Alabama, Arkansas, 
Colorado, California, Florida, Idaho, 
Illinois, Indiana, Iowa, Kansas, Ken- 
tucky, Michigan, Missouri, Nebraska, 
New Mexico, North Carolina, Ohio, 
Oklahoma, Oregon, Pennsylvania, 
South Dakota, Tennessee, Texas, 
Utah, Washington and Wyoming. 


For an Agency Contract write—Mr. John H. Evans, Vice President 


The Ohio National Life 


Insurance Company 


Cincinnati, Ohio 


T. W. Appleby, President 


































































































Age at issue: 60 65 


70 75 80 


IMMEDIATE LIFE ANNUITIES — MALES 


PATS Wey THEY ARE 


EASY 1: SILL 


The next time you. have a prospect 
for a life annuity, it will be worth 
your while to remember this: Phoenix 
Mutual annuities; are easy to sell 
because they offer, to an unusual de- 
gree, just what your prospect wants. 


There is the obvious security of a 
contract backed by a conservative 
New England institution with ample 
resources and an. 83-year record of 
sound financial service. 


And, of course, high yield adds to 


PHOENIX MUTUAL LIFE 


their attractiveness. For example, as 
the above chart shows, immediate life 
annuities for men guarantee returns 
which range from almost 9% at age 
60 to over 18.5% at age 80. 


Finally, complete facilities are at 
your disposal. You can assure your 
client of prompt service, the selection 
of a plan to suit his needs, and the 


_privilege of having his income paid 


semi-annually, quarterly, or monthly. 


Write today for a schedule of rates. 


Home Office: Hartford, Conn. 







9% 
8% 


INSURANCE. CO. 
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Discussion Method 
of Teaching Good 


/Great Value Found in Plan of 
Holding Informal Small Group 
Meetings 








CUTS OFF WASTE MOTION 





Notable Success Secured by Equitable 
of New York, Prudential, Using 
Socratic System 





NEW YORK, March 22.—The So- 
cratic method of teaching by discussion 
is steadily gaining in popularity among 
managers and home office educational 
departments. Where this method has 
been skillfully handled it has been ex- 
tremely valuable in getting good selling 
ideas into action with a minimum of 
waste motion. 

It takes an able leader to make the 
most of the possibilities of a discussion 
group, but the sponsors of this plan be- 
lieve that much more can be done than 
through the usual system of having a 
speaker talk to the men on this or that 
subject Many a good lecturer can 
easily get bogged down in trying to 
handle a seminar group, as the require- 
ments are altogether different. 


Small Groups Are Better 


In such a gathering, with the number 
kept down to a point where no par- 
ticipant is in danger of being left in 
the background, every man is invited 
to contribute his ideas. He makes him- 
self conspicuous by his silence, whereas 
ina larger group those who speak out 
in meeting are likely to feel that they 
need more than usual assurance. 

A good discussion leader has to be a 
quick thinker, something of a diplomat, 
and occasionally a policeman. By ex- 
perience he soon becomes able to tell 
fairly well whether a man is going to 
say anything worth while or is merely 
boring the rest of the group and wast- 
ing valuable time. If the leader is on 
his toes he can see the need of tact- 
fully choking off the garrulous member 
before he demoralizes the meeting and 
destroys its atmosphere of enthusiasm 
and vitality that is so essential. 


Heading Off Garrulous Ones 


Usually the participant who wants to 
talk but proves to have nothing to say 
tan be headed off in a diplomatic way, 
So that he doesn’t realize he has been 
Stopped in mid-flight. In the compara- 
lvely rare cases where the talker is so 
hypnotized by the sound of his voice 
that nothing short of a sledge-hammer 
seems likely to stop him, the discussion 
fader must be equal to the occasion and 
‘pable of using hard-boiled methods. 
‘O grievances or other forms of un- 
Pieasantness are likely to arise from 
om summary treatment. Anyone will- 
ne to waste the group’s time just to 
tar himself talk is generally sufficiently 





Greetings from the President 





THE WHITE HOUSE 
WASHINGTON 


My dear Mr. North: 


March 9, 1934+ 


I have learned that the life insurance agents 


of the United States, through their official body, the 
National Association of Life Underwriters, and other 


of Life Insurance. 


organizations interested in the life insurance business, 
are to sponsor the celebration of Financial Independence 
Week beginning March nineteenth. 
celebration, I understand, is to emphasize the benefits 

that accrue to the American people through the institution 


The purpose of this 


Life Insurance is a very important factor in the 


economic life of this Nation. 
tion to me that the people of the United States have availed 


It is a source of gratifica- 


themselves of life insurance, with its attending wide-spread 
benefits, to a larger degree than have the people of any 


Mr. Henry E. North, 


1 Madison Avenue, 
New York, N. Y. 


other country. Our advance in this direction has done much 
to bring increasing solidity to the spiritual, social and 
economic structure of the Nation. 


I welcome this opportunity to send greetings to 
the life insurance men and women of the United States and 
to wish them success in their efforts to improve and to pre- 
serve what I believe is one of the Nation's real assets. 


Very sincerely yours, 


Lion de. a a 


Chairman, Financial Independence Week Committee, 








lacking in sensitiveness that he doesn’t 
resent having his discourse stopped by 
harsh measures when milder ones have 
failed. 

A notably successful example of the 
discussion group method is the series 
now being conducted by the Equitable 
Life of New York, under the general 
direction of Second Vice-President A. G. 
Borden. The first meeting was held last 
September in Des Moines. The Pruden- 
tial recently inaugurated a series of 
monthly discussion groups in the metro- 
politan New York area, under leader- 
ship of Sayre McLeod, supervisor ordi- 
nary agencies department in the home 
office. C. D. Connell, general agent 
Provident Mutual in New York City, 
uses the seminar method effectively. 


Employed in Sales Congress 


The recent New York City sales con- 
gress, with its two shifts of eight simul- 
taneous sessions each, indicated the 
growing appreciation of the discussion 








group idea. While the groups there 








were, of course, considerably larger than 
the ideal number for a round table 
seminar, they made possible an infor- 
mal interchange of opinions that would 
have been impossible in a large gather- 
ing. 

The Equitable’s plan consists of a five- 
day sales conference conducted at each 
agency by one of the company’s five 
field instructors, with a completely or- 
ganized sales plan for each of the days. 
Included are organized prospecting, ma- 
terial to use, the organized approach, the 
organized selling presentation, closing 
procedure, also collateral or alternative 
sales presentations. 

Nothing of a theoretical nature is pre- 
sented at these meetings. Everything 
must pass the test of having been found 
practical and effective. The instructors 
draw out from the agents as many good 
ideas as they can. As each agent makes 
his contribution there is opportunity for 
the others to tell what they think of it. 
Perhaps it is generally acclaimed as a 

(CONTINUED ON PAGE 21) 


Lasting Effects in 
Great Drive Seen 





Many Gatherings of Agents Over 


Country Observe Financial In- 
dependence Week 





ENTHUSIASTIC RESPONSE 





High Mark Set in National Campaign 
to Carry Life Insurance Mes- 
sage to People 





Financial Independence Week activi- 
ties throughout the country this week 
set a high mark. The concerted effort 
directed by the Association of Life 
Agency Officers, with Henry E. North, 
third vice-president Metropolitan, as 
general chairman, it is believed will have 
lasting effect. 

It is seen by some life company offi- 
cials as the foundation of institutional 
advertising. The drive this year was 
waged with the support of statements 


from President Roosevelt and governors 
of numerous states. 


North Complimented on Work 


J. A. Stevenson, chairman executive 
committee Association of Life Agency 
Officers, which initiated Financial Inde- 
pendence Week, sent the following tele- 
gram to Henry E. North, general chair- 
man of the committee in charge of the 
week’s activities: 

“As chairman executive committee As- 
sociation Life Agency Officers, I want 
to express to you the appreciation of the 
entire committee for the marvelous job 
you have accomplished in making Finan- 
cial Independence Week in 1934 an 
epoch-making movement in the history 
of life insurance. There is no measuring 
rod which can accurately record all of 
the benefits both to companies and 
agents which will accrue from this great 
week. However in my judgment we 
will be profiting from the enthusiasm 
and interest generated by this grand co- 
operative effort during every week this 
year. The life insurance fraternity owes 
you a debt of deep gratitude for this 
supreme achievement.” 

Activities of the New York City Life 
Underwriers Association include talks 
by life executives, newspaper publicity 
and window displays. Two entire win- 
dows in the Empire State building were 
given over to display. 

Third Vice-president C. G. Taylor, 
Metropolitan, spoke Tuesday at the Ad- 
vertising Club, in place of President 
James A. Fulton, Home Life of New 
York, who was ill. Thursday Vice- 
president F. L. Jones, Equitable of New 
York, addressed a meeting of the Sales 
Executives Club and A. Gray, 
assistant secretary Prudential, addressed 
the Brooklyn Rotary Club. 

Mr. Taylor predicted that the week 
would prove to be a great exemplifica- 
tion of the power of such a campaign 
in gaining additional nation-wide pub- 
lic appreciation of life insurance. 





(CONTINUED ON PAGE 12) 
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Disability Underwriting Loss Is Checked, 
ew York Data Shows 
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Stud of ! \ By R. B. MITCHELL br. ¢ 
N 
NEW YORK, March 22.—Disability | altogether. A very few companies still] pear almost anything that the plaintiff | mortality from annuities is shown in the 
underwriting losses for 1933 among New | write the $10 a month per $1,000 benefit. | wants to contend, and there is another | gain and loss exhibit but there is 1 
York admitted companies totaled $62,- For most companies still writing the | judgment against the company. c separate item for gain for interest Th 
862,988, according to figures from annual | income feature, it will make little differ- The waiver feature is not entirely | annuity reserves, as they are all lumped wae 
statements. This year’s amount repre- | ence whether they follow the example of | without grief. On retirement income | in with the life reserves. Most comps steels 
sents a slight decrease of $273,550 or .044 | the others and announce a formal dis- | contracts, for example, there is almost | nies show a loss from mortality on ap. stated 
percent from the previous year’s total of | continuance of the benefit or whether | as much incentive to fake disability as| nuities and a gain from interest earnings poy 
$63,136,538. Losses for the previous | they merely rely on underwriting strict- | with income benefits. In general, how-| The net change in surplus due to anny. this 
four years were: 1927, $20,500,000; 1928,| ness to keep the amount. of disability | ever, there is no trouble from this source | ties takes into account these factors and icyho’ 
$18,000,000; 1929, $21,800,000; 1930, $47,- | business down to a perfectly safe amount. | where the amounts involved are moder- | also another important item which i i 
700,000. Income disability payments, Recent court decisions have not made | ate. more difficult to arrive at, and that is the honds 
exclusive of premiums waived, amounted | the companies sorry for cutting out or In connection with the accompanying | investment losses on annuity reserves, mavke 
to $61,561,449 in 1933, while premiums ! drastically tightening up on income dis- | table, there may be some confusion as It is the investment loss factor that with 
waived totaled $14,397,492. ability. Rings have been found in oper-|to the meaning of the two headings, | makes it necessary to scrutinize annuity suffic’ 
As in the past, double indemnity busi- | ation, preying on the companies through | “Net gain or loss from disability, ex- | rates and which was largely responsible the de 
ness, in the aggregate, showed a profit, | the disability benefit. Some of them are | cluding loading,’ and “Net change in | for increases in annuity rates last year, senitec 
totaling $7,376,345 in 1933 compared to} extremely brazen. They have been| surplus credited to or charged against | Life insurance rates have a safety valve, assets 
$7,437,330 in 1932. known to ask the company to compro- | disability.” The latter column theoreti- | in participating companies, in the vari. As 
The recent discontinuance of income | mise, even though the faking was so | cally takes more factors into account | able dividend scale, but annuities are vir- 137 v 
disability by the Equitable Life of New | obvious as to be apparent to anyone. than the former, for example, loading, | tually all non-participating, and there are even 
York and the: New York Life serves to In some cases adverse decisions have | taxes, etc. Where there is a large differ- | sound actuarial reasons for keeping HR nade 
emphasize the disfavor into which the] resulted from overenthusiasm on the| ence between the two columns it may | them so. z pyr 
feature has fallen. The action of these | part of the agent in selling the contract.| be due to a company’s having paid a The increase in property owned is cient : 
two companies has provoked consider- | The insured thinks he understands that| lower dividend scale to policyholders | interesting, when viewed in relation to to ab: 
able speculation as to whether the com- | the company will take care of him if he| with the disability benefit and offsetting | the companies’ total assets. While sub- assets 
panies still writing the income benefit | gets sick. The agent gets on the wit- | this against disability losses. It is largely | stantial, it is hardly so alarming as sen: HP marke 
will continue to do so. The New York | ness stand and a smart lawyer can|a question of accounting practice how | sational writers have tried to make it which 
Life and Equitable had changed to the | tangle him up and make a fool of him| this gain shall be credited and conse- | appear. The presumption is that future 
$5 per month per $1,000 benefit at a|as he could with any other layman in| quently which of the above two columns | experience will be like that of the past, 
higher rate at about the same time that|a similar position. If the agent did,| it will affect. and that it will be possible for the con- 
many of the other companies did like-| perhaps, promise benefits not intended The same consideration arises in re- | panies to sell their foreclosed property “m 
wise or eliminated the income feature | by the contract, these are made to ap-! gard to annuity gains and losses. The | at a profit. the 
equa 
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Provident Mut.,.. 20,925 799,207 241,816 87,048 2,723,374 2,408,530 13,661 —263,899 —275,671 +3,609 5,212,000 4,264,184 1,432,312 12,594,104  +392,692 +. 3,524,000 dren d 
PROPRIA 5.453. oa aece 5,281,934 10,487,284 1,295,462 20,160,598 37,978,502 14,302,243 *—5,059,072 —4,008,742 +4927,240 24,563,000 12,661,278 987,801 51,414,954 —511,112 + 54,613,001 100 
Security M., N. Y.. 1,283 59,447 40,785 13,450 149,931 343,84 5,819 —37,679 —47,093 +16,539 250,006 is lore 43,103 + 3,643 + 648,000 ,000 
State Mut......... 6,879 335,581 135,496 40,648 1,045,552 963,813 349,600 —22,525 —22,525 +34,909 3,650,000 1,287,066 74.584 3,940,287 —7,252 +1,246,0 among 
Teachers ......... 1068. J8 809. ow odos 62 38,723 4,222 7,000 417,782 —18,662 cov. 105,000 274,223 3,886,124 31,118,321 —1,068,64 ora tality 1 
Travelers ........ 166,566 3,538,598 6,233,222 990,561 15,254,016 27,809,053 6,910,935 —7,267,822 —5,363,620 + 104,558 19,000 5,839,574 482,072 30,823,739 +197,542 411,375,000 Pa 
Union Central..... 15,622 630,655 647,212 152,899 1,840,996 4,455,314 520,695 —230,602 —232,059 +166,766 5,841,000 2,023,256 629,065 7,444,968 —284,619 + 2,446,000 om 1 
Union Labor ..... 3,358 23,759 35,380 649 21,451 19,308 25,000 —5,113 +305 + 1,906 5,236 3,301 400 3,606 +16 — Dr. | 
Union Mutual..... 363 eer eS WOOT) lisshaeai sesues + 4,445 + 6,246 + 3,798 156,000 41,322 247,243 $3,047 —6,051 + 26,00 sion of 
eT Seas 177 7,023 2,626 937 17,206 23,991 21,842 —13,457  —18,786 e67. "rece. 1,352 295 132,809 —3,065 413,00 ; 3 
——.. fom t 
Totals *....... 1,721,145 59,159,685 61,561,449 14,397,49% 179,911,844 386,658,176 87,797,531 —62,862,988 —61,033,006 7,376,345 282,175,685 180,877,778 63,908,850 972,014,824 —11,236,747 + 329,347.71 est, m 
Sizes 
**Ordinary only. ***Includes group. ****U. S. Branch. has be 
§Includes $1,772,156 for ‘‘addition to reserves for disabled lives.” a Msurar 
*Includes a special item of $1,635,270 “Loss due to maintaining average reserves as for active and disabled lives combined on active lives after exclusion of disabled lives. , - id no 
(b) Footnote in gain and loss exhibit states: ‘No division in assets, income or disbursements as between classes of business is made on the company’s records except of ne of 
and disbursements relating to particular classes of business. As any apportionment of the amount in the ‘total’ column among the other columns not entered in the exhibit would app 
arbitrary, such apportionment has been omitted.” een e 
(a) -Group annuities (including disability in such contracts) caused an increase in surplus of $492,824. 99 nanan elderly 
(d) See footnote (b): the company had a gain from mortality on annuities of $215,075 and a gain from excess interest earnings (net, excluding loading) amounting to $521,069 0% ag ber 





annuity reserves. This figure, however, takes no account of capital losses on investments nor of a number of other factors. 
(e) Not itemized for U. S. branch. 
(f) To March 30. (g) To June 30. 







(h) To May 31. (j) To April 30. (k) To May 1. 
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Company Able to Withstand 


Maximum Demand for Cash 





PRESIDENT ARNOLD’S REVIEW 





Dr. Cook, Medical Director, and Other 
Northwestern National Officials 
Address Regional Meetings 





The financial condition of the North- 
western National Life is so sound and 
assets so liquid, President O. J. Arnold 
stated at a regional educational confer- 
ence of the company’s agents in Chicago 
this week, that if all the company’s pol- 
icyholders had demanded maximum cash 
loan values at the end of last year, the 
bonds held in the portfolio if sold at 
market quotations on that date, together 
with cash on hand, would have been 
suficient to pay all but 1.4 percent of 
the demand. The cash and bonds repre- 
sented less than half the company’s 
assets. 

A surplus to policyholders of $3,119,- 
737 would be shown, Mr. Arnold said, 
even if the financial statement were 
made on the basis of market quotations 
as of Dec. 31 last. This would be suffi- 
cient to provide a cushion of 24 percent 
to absorb any depreciation in remaining 
assets, such as mortgages, for which 
market quotations are not available but 
which are valued on a conservative basis. 


Assets Greatly Increased 


Assets have increased 27 percent in 
the last four years, although an amount 
equal to 72 percent of 1929 assets was 
paid to policyholders and beneficiaries in 
the period. 

More men and women are uninsurable 
today than at any time during the past 30 
years, judging by applications received, 
Dr. H . Cook, vice-president and 
medical director, declared. More per- 
sons are having their applications re- 
jected than ever before, notwithstanding 
that home office officials of all compa- 
nies are anxious to get all business on 
their books that they can with a reason- 
able degree of safety. 

_There are relatively more impaired 
tisks from physical, financial and moral 
hazards. The Northwestern National 
and other companies are selecting 
strictly in regard to blood pressure. 


Moral Status Much Changed 


There has been a great change in the 
moral status of many men in the last 
five years. He cited the experience of 
various companies with 100 cases involv- 
ing $70,000,000 paid during the last five 
years. Many individuals in the group 
carried from $1,000,000 to $5,000,000 life 
insurance. It was found 22 percent com- 
mitted suicide, 28 percent died from 
heart disease, 11 pércent from pneu- 
monia and 10 percent from cancer, The 
— suicide rate is from 1 to 2 per- 
cent, 

Enormous increase has occurred in 
heart disease fatalities. The degenera- 
tve diseases have increased greatly. 
Appendicitis, ulcers of the stomach and 
diseases of the gall bladder are causing 
more deaths than they did 34 years ago. 


Shows Trends by Charts 


He showed charts of mortality trends 
which showed that while deaths of chil- 
(ren dropped from 400 to only 100 per 
100,000 since 1900, degenerative diseases 
among adults have increased their mor- 
tality ratio from 350 to 600, and cancer 
from 10 to 90. 

Dr. Cook gave much time to discus- 
Sion of cases submitted, analyzing them 
from the viewpoints of insurable inter- 
‘st, moral hazard, blood pressure and 
Sizes of cases. In the depression there 
las been persistent effort to secure 
Nsurance where true insurable interest 
id not exist, regardless of relationship 
of applicant and beneficiary. This has 
fen evidenced ‘by many applications on 
tderly persons with sons and daughters 
% beneficiaries, the obvious purpose 





(CONTINUED ON PAGE 21) 


Financial Section Weighs 
the Municipal Bond Problem 





The municipal bond problem was 
given consideration at the special meet- 
ing in Chicago of the Financial Section 
of the American Life Convention. 

O. J. Lacy, Minnesota Mutual Life, 
opened the discussion by saying that a 
number of cities are in an embarrassing 
position and others are trying to man- 
euver themselves into an embarrassing 
position, so as to take advantage of any 
plan that may be authorized for scal- 
ing down indebtedness. 

Mr. Lacy warned against unscien- 
tific refunding plans, such as those that 
are created to ward off impending ma- 
turities without thought as to other ma- 
turities that may mature in later years. 
Attention should be paid to the peak 
load of maturities. 


Problem of Reorganization 


In every refinancing, the municipal 
bond holders should see that they are 
properly represented and are not being 
exploited by those who are merely in- 
terested in fees. He cited the obstruc- 
tionist tactics of the small minority that 
try to get a premium on their bonds by 
blocking the reorganization. 

Among municipal bond experts, there 
is a difference of opinion as to the Sum- 
ner- Wilcox bill to provide for municipal 
refinancing. Some experts favor a modi- 
fied Sumner-Wilcox act, while others 
feel that each state should deal with its 
own problem. Most experts do not 
anticipate congressional action to cut 
coupon rates on outstanding issues but 
the rates on future issues might be cut. 
If so, the question will arise for inves- 
tors whether to take a lower rate on 
low coupon bonds or pay a high pre- 
mium on high coupon bonds. Some 
investors, he said, are switching from 








short to long term municipals. Some 
are buying higher second grade mu- 
nicipals. 

The future trends as to municipals, 
he said, will be determined by the price 
of money. If there is to be much cor- 
porate refinancing the yield on munic- 
ipal bonds is likely to increase. 


Obligations of Counties 


Mr. Lacy said many municipalities 
were extravagant and consequently their 
obligations are not desirable. Many 
counties, particularly in the northwest, 
however, have traveled along in a con- 
servative fashion and provide good in- 
vestments. 

Harry Wade, assistant to the presi- 
dent United Mutual Life, proposed that 
the American Life Convention be em- 
ployed to help out when municipal bond 
issues get in trouble. His suggestion 
was that if a member of the A. L. C. 
has a bond, which has been in default 
in interest for six of eight months, for 
instance, that company might request 
the A. L. C. to inquire of other mem- 
bers whether they hold any of these 
bonds. Those holders would be re- 
quested to get in touch with the com- 
pany making the inquiry. A meeting 
could be arranged and an investigation 
made. The companies, by acting jointly, 
could save exorbitant fees, he con- 
tended, and could set up a committee 
that, because of its prestige, would cause 
non-insurance holders to deposit their 
bonds. ; 

L. J. Dougherty, Guaranty Life of 
Iowa, proposed that a committee be ap- 
pointed to investigate the question. 
Judge Byron K. Elliott, manager Amer- 
ican Life Convention, said that the com- 

(CONTINUED ON PAGE 21) 
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Independence Square 








“| HAVE BEEN INVESTING” 


Here is a convincing canvassing document—(a let- 
ter written by a fine old lawyer to the President of 
typical of innumerable such current 
expressions received by Home Offices throughout the 


I am but an unknown policyholder, but I have a real 
desire to write to you and inform you that I appreciate the 
great work of you and your associates in maintaining the 
strength and service of your Company. 


I am sixty-five years old, as insurance companies reckon 
age, and I have been investing my income for some forty-four 
years with what I thought was prudence and intelligence. 


However, today in my sad awakening I realize that all of 
my investments except one are lost or very seriously impaired. 
During these years, with the exception of a few bonds which 
have depreciated in value, the only investment which has stood 
the test is my life insurance, and throughout the changing for- 
tunes of forty-four years this investment has grown better and 
stronger and has paid me regular dividends without a single 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 

















Says Life Companies Ought 
Not to Abandon Disability 





ACCIDENT-HEALTH MAN’S VIEW 





S. C. Carroll Addresses Life Executives 
at Meeting of Insurance Insti- 
tute of Nebraska 





“With the health of the American 
people better than ever and with the ac- 
cident rate at least not increasing, the 
life companies should not now retire 
completely from the total and perma- 
nent disability field,” said S. C. Carroll, 
vice-president Mutual Benefit Health & 
Accident, in an address to the Insur- 
ance Institute of Nebraska at the March 
meeting in Omaha. 

However, Mr. Carroll did urge that 
the life insurance executives take a les- 
son from the health and accident com- 
panies and pay only for actual disability 
and not for inconvenience or uncom- 
fortable feelings. 


Reduction at Older Ages 


He also suggested that the disability 
feature should incorporate the recent 
provision adopted by many health and 
accident companies whereby indemnities 
are reduced at age 55 whether the dis- 
ability be incurred before or after that 
age. His argument was that the aver- 
age white-collar man reached the peak 
of his earnings at age 50 and that the 
average manual laborer reached his peak 
at about age 43, so that a reduction in 
indemnity at age 55 was liberal to the 
policyholder and should logically be 
made. 

“There is no economic reason to pay 
disability benefits to any person whose 
time would not have a market value if 
he were relieved of the particular dis- 
ability on which the payments are 
based,” continued Mr. Carroll. He de- 
nied that the depression had had any 
serious influence on the disability busi- 
ness, save to reduce income, but stated 
that the experience of his own company 
indicated that the man who would cheat 
in a depression time would do it just 
about as quickly in time of prosperity. 


General Statistics Inadequate 


The speaker warned against the use 
of national statistics on the accidental 
death rate in figuring the charge for 
double indemnity, as this charge should 
be based on the experience of males 
within the insurable age, and properly 
should be graded according to the acci- 
dent and health manual of eccupations. 

While Mr. Carroll stated emphatically 
that he felt the life companies could 
handle a properly managed disability de- 
partment, he said, if they wanted to 
throw it overboard the health and acci- 
dent companies would be glad to take 
it and pay commissions to the life sales- 
men. 


Dunham in Annual Review 


Of 21 companies which applied for ad- 
mission to Connecticut in 1933, but two 
were admitted by the department, Com- 
missioner Dunham reports in his annual 
review. As of Dec. 31, 1933, there were 
467 organizations transacting insurance 
business in Connecticut, 280 fire, 86 cas- 
ualty, 46 fraternals, 45 life and 10 title 
and mortgage. 

Of the 93 companies which retired 
from business in 1933, only three were 
licensed in Connecticut at the time of 
retirement. Several companies consid- 
ered not strong enough to continue, 
withdrew at direction of the Connecticut 
department, 18 companies were not re- 
licensed because of unsatisfactory finan- 
cial condition or merger with other com- 
panies, 22 companies were relicensed on 
a restricted basis. 

The department issued 32,028 licenses 
to 7,692 agents and brokers, 1,821 per- 
sons were examined for agents’ licenses, 
of which 305 failed, 1,402 claims were 
filed with the department against com- 
panies, most of these being amicably 





settled without expense to complainants. 
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89-Year Record 
of Protection to 
Policyholders 







Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,910,000,000. Over one billion dollars of this 


amount was in dividends. 
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RUROROMOE 


The stability of this strong mutual company 
has been particularly demonstrated during the past 
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four years of business depression. In every one of 
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these years, income has exceeded disbursements. 
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Throughout all the years—during every panic, 
every war and every epidemic down to the present 
hour—the New York Life Insurance Company has 







met every obligation to its policyholders and bene- 
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ficiaries; it is amply prepared to continue to do so 
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throughout the life of every one of its insurance 






and annuity contracts. 
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Future of Utilities Still 
Brilliant, Travers Holds 


FINANCIAL SECTION SPEAKER 





Despite Current Unfavorable Factors, 
Lincoln National Life Investment 
Man Takes Optimistic View 





A discussion of utility investments at 
the meeting of the Financial Section of 
the American Life Convention in Chi- 
cago was opened by the reading of a 
prepared paper by Frank J. Travers, 
Lincoln National. He pointed out life 
companies have doubled their utility 
holdings in the last 25 years. Electric 
power output has increased more than 
industrial activity. Utility investments 
have been limited very largely by life 
companies to obligations of operating 
companies. 

Most life companies favor utility com- 
panies that do electric power business. 
Street railway obligations have proved 
unfavorable. 


Factors to Be Weighed 


In making utility investments, among 
the factors to be considered are the 
priority of the lien or mortgage, whether 
the major franchise extends beyond the 
life of the bond; there should be a 
strong ratio of current assets and cur- 
rent liabilities and public relations 
should be satisfactory. The sinking fund 
provisions are not as important as for 
rails. 

One of the tests of utility investments 
is the times interest earned. Mr. Trav- 
ers expressed the belief a better test is 
the percentage of gross revenue remain- 
ing after expenses and fixed charges. 
By that yardstick, the investor can de- 
termine how much of a rate cut the 
utility could stand. When this yard- 
stick is used, the depreciation reserve 
could be investigated and the residential 
rate that is obtained. 

The competition of public plants is 
important, but the demand for utility 
services is increasing and there is hope 
that the sentiment of fair play may pre- 
vail in the long run. 

If regulation is fair-minded, Mr. 
Travers said the investor should prefer 
securities where close regulation is ex- 
ercised to prevent the milking of operat- 
ing companies by holding companies. 


Rate Reduction Threat 


The threat of rate reduction is not 
as serious as some may believe. Usu- 
ally the residential load is only about 
one-third the load of the utility com- 
pany and the residential rate can be 
cut without grave consequences. 

O. J. Lacy, Minnesota Mutual, urged 
the life insurance men to oppose the 
milking of operating companies by hold- 
ing companies. He pointed out that 
Wisconsin refuses to allow payment of 
dividends on common stock unless they 
are twice earned. Life companies should 
attempt to get similar rulings in other 
states. 

Mr. Lacy said that as a class, wa- 
ter bonds will stand up better than any 
other utility class. 

The question was asked how many 
had purchased any utility bonds this 
year. Only five replied in the affirma- 


tive. 
Receiverships Are Few 


G. C. Holmberg, Northwestern Na- 
tional Life, said there has been no re- 
ceivership for a long time among util- 
ity companies. However, he said there 
are some under-the-surface difficulties in 
some such companies, because of the 
sales tax, the higher NRA scale, etc. 
One such company represents the con- 
solidation of several companies and the 
question arises whether under receiver- 
ship of that company the old divisional 
bonds could be identified. There is very 
little history because there have been so 
few failures among the utilities. 

D. F. Roberts; Acacia Mutual, asked 





about the policy of members-of switch- 














Finance Chairman } 











0. J. LACY 


At the special meeting of the Fina. 
cial Section of the American Life Con 
vention in Chicago, Friday, its chairma, 
O. J. Lacy of St. Paul, vice-president 
Minnesota Mutual, guided its deliber. 
— with a resourceful and finished 

and. 

















J. S. Tobin, on Stand, Denies 
the Charges of J. I. Reece 


The sixth week of the trial of J. I 
Reece, former Tennessee insurance con: 









Ma 





missioner, who is charged with the thelt 
of $100,000 bonds from the blue sky 
division of the insurance department, 
was devoted to a hearing of rebuttal wit 
nesses, contradicting Reece on many 
points in his lurid story of political ir 
trigue. 

J. S. Tobin, the present commissioner, 
took the stand and denied Reece’ 
charge that Tobin had been in collusion 
with him in the bond transaction and 
that the two had split brokerage fees ol 
the marketing of the bonds. 

Mr. Tobin’s movements at the tint 
Reece charged they were in conferenct 
in connection with the bond deal wet 
traced so as to establish that Tobi 
could not have been at the meeting place 
named by Reece at the time the confer 
ence was alleged to have been held. 

About 20 business and_ profession 
men of Memphis testified as characttt 
witnesses for Commissioner Tobin. | 

This week among the witnesses wil 
be Governor McAlister of Tennessee. 








ing from one bond to another to geté 
better yield. 

Mr. Travers said his company hi 
done some switching where the tratt 
can be made to improve quality or i 
prove yield if the commissioner is will 
ing. ; 
Harry Wade, United Mutual Life, i 
quired as to how the various compaillts 
handled the sale and purchase of secuf 
ties, that is whether the matter was ™ 
charge of a committee of directors & 
clusively, a committee of officers and d 
rectors or officers only. Twelve replied 
that their finance committee was Com 
posed only of officers. Eighteen replied 
that the committee was composed ° 
officers and directors, all but one replie 
that the directors that are on the finant 
committee are located in the home office 
city. 







Effect of Time Control 


In one of the Connecticut Mutual's 
general agencies, 22 of the 50 full-tim 
men under contract are following "™* 
company’s time control plan, and these 








22 men are selling more than 7 a 
cent of the total business of the age" 
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Ly from 


the report of the Actuary 
of a large insurance organ- 

ization served by the 
American Conservation 


Company 


ee The lapse ratio of the active 






business for 1932-33 was more favor- 





able than the lapse ratio that prevailed 
prior to the time of rewriting. Of the 
$22,000,000-plus of active business submitted to the American Conservation Compaay 


for rewriting, lapsation was at the ratio of 17% for the business rewritten. 


“..+- The important lesson brought home from this survey is the danger in getting a late 
start in the rewriting of the business. Had the American Conservation Company been in 
the field interviewing policyholders before they were disturbed by twisters and unscru- 


pulous agents, the results would have been more favorable. 


“..+.. The distribution (of transferred business by ages) was fairly uniform, which shows the 


efficiency with which the business was handled by the American Conservation Company. ”- 








AMERICAN CONSERVATION COMPANY 


LIFE INSURANCE SERVICE 
Herbert G. Shimp, President 


307 North Michigan Avenue « Chicago 
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Sell Ing, the man 


who says: 


| affo rd it 





“Why does Union “ECONOMIC—because it enables you, even on a reduced 


Central call _ this income, to buy right now the full protection you need. 
the Economic Ad- ADJUSTMENT—because you pay only about half the 
justment Plan?” usual cost now and the rest as times improve.” 





“I CAN'T AFFORD IT” is sales enemy number 1 these 
days. That’s why the full force of Union Central’s 
selling barrage is behind the Economic Adjustment Plan. 

In the Saturday Evening Post, Time, Colliers .... 
on the “Roses and Drums” program over the Columbia 
network . . . the facts about this timely plan reach mil- 
lions of homes every week—“adequate protection imme- 
diately at a cost within your reach.” 

This is a selling appeal geared to the times .. . . that 
knocks over the “can’t afford it” objection and offers the 
prospect a way out. That’s why it’s clicking. That’s 
why personal production records of Union Central 


representatives all over the country are going—up! 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 











Predicts Life Insurance 


to Go Under U. S. Control 





ECONOMIST VIEWS PROSPECT 





Urgent Need in This Country Is to Sta- 
bilize Credit, Professor Hahn Tells 
Chicago C. L. U. Men 





Assets of life companies probably be- 
fore long will be subject to government 
control. The government might not 
do a better job in conserving assets and 
preserving security than have life com- 
pany executives, but those in the busi- 
ness may expect the government to in- 
vade life insurance more and more. 

These were the views expressed by 
Prof. E. H. Hahn of the economics de- 
partment Northwestern University at a 
meeting of the Chicago C. L. U. chap- 
ter. Professor Hahn discussed “Recov- 
ery Economics and Life Insurance.” He 
considers the all important demand to 
be stabilization of credit. The dollar 
has dropped in value in the last 12 
months from $1.38 to 59 cents on basis 
of the 1913 dollar, he said, the greatest 
drop in history. 

Inflation Hazard Is Real 


He considers the danger of inflation 
very real. In view of this uncertainty 
he said it appears to him life companies 
and salesmen are selling speculation 
until such time as they secure a sta- 
bilized dollar. 

The country is face to face with gov- 
ernment aid to industry. Two major 
parts of the new deal are the Home 
Owners Loan Corporation activities and 
the Farm Credit Administration, both 
of which have affected life company 
investments by liquidating mortgages 
and resulting in greater liquidity of 
assets. 

The new regime represents the theory 
of not letting the country drift but of 
making social progress by conscious 
control. The life insurance business is 
face to face with the prospect of a code, 
which is being discussed in official cir- 
cles. Professor Hahn said as yet it is 
problematical what direction it will take. 


Two Reforms Proposed 


Among reforms suggested are two 
which came directly from England. One 
is a project to revise actuarial tables, to 
recognize the change in the length of 
human life. Another is tax exemption 
for life insurance, on the theory that de- 
pendents of those who are insured are 
not so likely to fall back on the state. 

Professor Hahn believes insurance 
people must get busy and arouse the 
American public in regard to what has 
been accomplished in the way of sta- 
bilized savings in life insurance. 

There is a growing theory of disci- 
pline of industry and business. Pro- 
fessor Hahn said the larger life compa- 
nies probably would not resent such a 
request. A question which is tantalizing 
the economists is to what extent losses 
in life insurance could have been 
avoided if there had been greater co- 
operation between companies and au- 
thorities. He said it seems fitting to 
public officials and economists that life 
insurance should be asked to subscribe 
to the same principles as general busi- 
ness. 

Expect Big Credit Inflation 


There are many economic problems 
and theories involved in recovery. One 
is what is to happen to life insurance. 
The economists believe that a credit in- 
flation of from $7,000,000,000 to $17,000,- 
000,000 is due when the public wakes up 
to what has happened. Professor Hahn 
believes the chances for control are 
good. 

Life insurance, he said, stands for the 
security which the public wants. The 
biggest demand is to educate the pub- 
lic on the need for stabilized price level 
and credit. Government aid has done 


something in putting a bottom to the 
The NRA has done | 


falling price level. 











Seasickness Does Not 
Hinder Writing Apps 


L. P. Ferree of the T. Leiper 
Black Agency, Philadelphia, of 
the Connecticut Mutual attended 
its annual convention at Holly- 
wood-by-the-Sea, Florida. To and 
from Florida Mr. Ferree was sea- 
sick on the ocean trip. To di. 
vert his mind from the sea, he 
wrote four applications. South. 
bound he sold a single premium 
annuity to a retired minister and 
a guaranteed endowment annuity 
to the hostess of the boat. On 
the northbound voyage he sold a 
retirement income policy to a 
chauffeur and a guaranteed en- 
dowment annuity to the ship’s 
nurse. 














Big Growth in Annuities 
in Four Years Pointed Out 


The Life Insurance Sales Research 
Bureau reports that the 28 companies 
which have been leaders in the annuity 
field collected in new annuity premiums 
in 1933 the sum of $177,385,000 as com- 
pared with $67,220,000 in 1930. The 
total premium income from annuities, in- 
cluding renewal premiums, was $2i4- 
909,000 in 1933 and in 1930 the sum was 
$83,593,000. 

In 1933 the percentage of annuity pre- 
miums to total premiums was 10.9 per- 
cent and in 1930 it was 4.2 percent. 

The new premiums on annual premium 
forms in 1933 amounted to $14,691,000 
and renewals $37,524,000. In 1930 the 
new premiums on the annual premium 
were $6,151,000 and renewal $16,373,000. 

In 1933, single premiums amounted to 
$159,524,000 and in 1930, $59,937,000. 





Aetna Officials on Coast 


LOS ANGELES, March 22.—A 
party of Aetna Life officials composed 
of Morgan B. Brainard, president; S. 
T. Whatley, vice-president, and R. B 
Coolidge, assistant superintendent of 
agencies, visited the W. M. Hammond 
general agency here. They were wel- 
comed with 595 applications for new 
business secured in the “Loyalty Month 
Campaign.” At an agency convention 
Vice-President Whatley discussed the 
institutional publicity on the part of life 
companies during Financial Independ- 
ence Week. Mr. Coolidge talked on 
life insurance salesmanship, including 
prospecting. President Brainard re 
viewed conditions in the life insurance 
business, including reference to invest- 
ment problems and the necessity for 
observance of extreme care in the se- 
lection of safe investments. 


Pennsylvania After Shysters 


Failing to appear for trial on the 
charge of acting as agent for an ut 
authorized company, a bench warrant 
was issued in Philadelphia for the at- 
rest of W. A. Ritka, who represents 
the National Aid Society of Springfield, 
Ill., which was not licensed in Penn- 
sylvania, 

Charles Polokowski, who was picked 
up on the same charge, was sent to the 
Philadelphia county prison when he was 
unable to pay a fine of $100. 








some good. If the country is to sta 
bilize its currency there must be an 1 
ternational gold standard, when each 
country can stabilize its currency 
the basis of gold shipments between 14 
tions. 

F. J. Budinger, manager Franklin 
Life and president C. L. U. chapter, pre- 
sided. An innovation was a comed 
skit portraying functioning of the selec- 
tion committee of the “Easy Payments 
Life Insurance Company.” 
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Dispels Some Gloom as to 
Investments in Railroads 





TRANSPORTATION BACKBONE 





F. J. Travers Expresses Belief Diversion 
of Traffic to Trucks Has Reached 
Its Highest Point 


If the Interstate Commerce Commis- 
sion should insist that the railroads build 
a strong cash position and provide for 
gradual retirement of their debts, in- 
vestment in obligations of main trunk 
lines which earn their fixed charges and 
serve territories of dense population and 
possess ready marketability should prove 
attractive to life insurance companies. 
This was the opinion expressed by F. J. 
Travers, financial secretary Lincoln Na- 
tional Life, in a prepared paper before 
the meeting of the Financial Section of 
the American Life Convention in Chi- 
cago. 

Mr. Travers is not alarmed because of 
the competition of trucks, pipe lines, air- 
planes, etc. He cited figures showing 
that 76 percent of the tonnage in 1929 
was carried by rails, 16 percent by wa- 
terways, 5 percent by pipe lines, 2% per- 
cent by trucks and % of 1 percent by 
miscellaneous methods. Later, in an- 
swer to a question, Mr. Travers said the 
freight hauled by trucks is high rated 
material and the trucks probably get 10 
percent of the revenue, although they 
get only 244 percent of the tonnage. 
However, he said, by and large, the 
less than carload lots which are carried 


by the trucks are not as profitable to 


the rails as many believe. 
Backbone of Transportation 


The railroad, he said, is still the back- 
bone of the transportation system and 
the rails enjoy enormous diversification 
of freight. He feels that the trucks have 
reached their limit of diversion of traffic 
from the rails and the threat of the pipe 
lines, planes, etc., is not serious. 

He predicted that with general busi- 
ness recovery, the railroads would show 
immediate improvement but they would 
not show much growth thereafter. The 
effecting of economies in the future 
should help to offset losses in gross rev- 
enue but in the long run about the best 
that could be anticipated is that the 
gross will travel a pretty level route or 
a slight downgrade. 

Mr. Travers expressed the belief that 
the bonded indebtedness of the railroads 
is not excessive. It is about 13 billion 
dollars and the life insurance companies 
own about one-quarter of these bonds. 
The earnings of the railroads in a nine 
year period following 1921 would have 
retired one-half of that indebtedness, he 
said, and a sinking fund should have 
been set up, but before the depression 
dividends to common stockholders were 
too high. 


Names the Best Rails 


The roads which have stood up the 
best and whose investments ‘have proved 
the best, he said, are the Union Pacific, 
Norfolk & Western, Chesapeake & Ohio, 
Pennsylvania, Sante Fe and Burlington. 

he roads which have not fared so 
Poorly have been the Louisville & Nash- 
ville, Northern Pacific, Atlantic Coast 
Line and Great Northern. 

Others have been badly strained, be- 
Cause they paid too thigh dividends be- 
fore the depression and there is a group 
of toads whose burdens are so great that 
financial reorganization seems necessary. 

Although some roads seem to be de- 
Pression proof, the investor should exert 
Constant supervision and make analyses 
to determine whether their position may 
be altered. For instance, a shift in the 
coal traffic may make the outlook for 
toads less bright. 

D. F. Roberts Tells Policy 
yoctald F. Roberts, treasurer Acacia 
Mutual, said his company has favored 


divisional bonds of second class rails, 
such as the Baltimore & Ohio, and junior 





bonds of so-called depression proof 
roads, such as the Burlington. 

. J. Lacy, Minnesota Mutual, ex- 
pressed the belief that when a road is 
reorganized, the divisional bonds do not 
fare so well. The government may step 
in and hold that the division isn’t any 
more important to the road than the 
road is to the division and the holders 
of divisionals may be required to take a 
subordinate position. 

Mr. Travers asked how many have 
purchased any railroad bonds since the 
first of the year. Only five replied that 
they had. There were more than 60 at 
the meeting. 

Then Mr. Travers asked how many 
had bought any bonds except govern- 
ments since the first of the year. There 
were 14. 

C. A. Sorensen, Union National Life 
of Nebraska, brought up the question of 
government ownership of railroads. He 
expressed the belief that if Roosevelt is 
reelected, the government will take over 
the rails. If that is done, probably the 
government’ would guarantee the bonds, 
but the question is whether they would 
guarantee the par value. 

If the government should take over 
the rails, Mr. Travers said, the bonds 
would have to stand on their own feet. 
Mr. Travers said~ consideration also 
should be given to what would happen 
to bonds of second grade rails if they 





be taken into the twelve system consoli- 
dation. For instance, what would hap- 
pen to the bonds of the Nickel Plate 
and Pere Marquette if they were taken 
over by the Chesapeake & Ohio? 


Consider Savings Bank Bill 

ALBANY, March 22.—The New 
York senate insurance committee will 
hold a hearing April 3 on the O’Brien- 
Livingston bill, authorizing savings 
banks to engage in the life insurance 
business. A life company representa- 
tive, in commenting on the measure, 
said that it imposes extensive and ex- 
pensive duties on the superintendent of 
insurance for which no appropriation 
has been made. The superintendent 
must prepare the forms of policies to 
be written and generally set up the ma- 
chinery of the savings bank departments 
in savings banks. So far as can be 
learned none of the large savings banks 
is sponsoring the measure. The hearing 
on it is expected to develop just who is 
behind it. 


Lincoln National’s Record Day 


In its biggest single day’s business in 
history this month the Lincoln National 
Life received over 300 applications for 
nearly $1,000,000. No special drive was 
responsible for the volume. 














Policyholders of Anchor 
Life, Kansas, Get “Break” 











TOPEKA, KAN., March 22.—The 
policyholders of the old Anchor Life of 
Kansas are getting a break on their ma- 
tured policies. The company was organ- 
ized about 20 years ago and was rein- 
sured by the Farmers Life of Denver, 
which later was reinsured by the Pacific 
States. The old Anchor Life had a de- 
posit of more than $100,000 in securities 
with the Kansas insurance department. 

Commissioner Hobbs, who was an 
actuary of the department at the time 
the Anchor Life was reinsured, and his 
predecessors in office refused to give 
up the securities deposited with Kansas 
until Anchor Life policyholders were 
fully cared for by the reinsuring com- 
panies. Every effort to obtain posses- 
sion of the securities failed. Some of 
the policies have ‘been maturing the last 
few years and last week the Kansas 
department paid $10,000 to policyhold- 
ers whose policies had matured. The 
department held the securities and as 
securities matured it has been insisted 
that either new ones be deposited or the 
cash deposited, so that the reserves were 
fully maintained. 
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This is one of a series of advertisements, reproducing the pages 
of a new book,“ The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N.Y. 


ETHELBERT IDE LOW 
Chairman of the Board 


JAMES A. FULTON 
President 
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State Mutual Forces Wage 
Pageant of Progress Drive 


IN HONOR OF 90th BIRTHDAY 





Striking Pamphlet Presenting News 
Photographs of Last Century Being 
Used in Canvassing 





The field force of the State Mutual, 
conservative New England company 
which usually goes in very little for pro- 
duction contests, is geared up in high 
in celebration of the company’s 90th 
birthday. The activities are taking the 
form of a “pageant of progress” contest, 
running from March 16, the anniversary 
date, to June 16, 

The campaign was started by break- 
fasts and other agency meetings on the 
opening day. The unusual character of 
the campaign literature distributed by 
the State Mutual excited the keen inter- 
est of agents throughout the country. 


Unusual Canvassing Document 


_ A pamphlet was prepared as one item 
in the campaign, depicting by authentic 
news pictures the times and conditions 
through which the company has pro- 





gressed since organization, March 16, 
1844, This is being found to be a power- 
ful canvassing document, since in addi- 
tion to being a unique collection of pho- 
tographs extending back over many 
years, it serves to drive home the point 
of the company’s great age and integrity. 

Other material, distributed to the 
agent includes detailed plans for the 
campaign, providing a system of main- 
taining daily records throughout the 
period. Agencies have been divided in 
production groups and many awards are 
offered. 

Among these are activity awards in 
two groups, for agents producing a 
minimum of 13 and minimum of 26 
applications in the period; volume 
awards, leadership awards for each 
state and awards for number of lives 
insured. 


Bill Gives Power to Banks 


Savings banks of Rhode Island would 
be allowed to write life insurance if an 
act introduced in the state senate is 
passed. The act would make returns 
from policies after six months instead 
of three years, and would give the gov- 
ernor power of appointing a commis- 
sion to regulate savings bank life in- 
surance. 


The biennial session of th 
Life of Fulton, e Fidelity 


Tll., wil y 
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National of U. S. A. General 
Agents Preparing for Suit 





DIGEST OF AGENCY CONTRACT 





Dissenters to Hercules Life Claim to 
Represent 70 Percent of Business 
in Force 





General agents who claim to repre- 
sent 70 percent of the business in force 
of the National Life, U. S. A., and who 
refused to sign a 50 percent graded 
agency contract offered by the Hercules 
Life, voted this week to start suit 
for commuted value of their renewals. 

They may seek a $400,000 judgment. 
A Chicago actuary is to be employed to 
calculate the value of commissions. The 
decision was taken by leaders in the 
agents protective association formed 
last year. 


Would Not Better Offer 


This followed negotiations with Her- 
cules officials in an effort to obtain bet- 
ter terms than 50 percent graded first 
and 7% percent renewal commissions, 
and to secure separate contracts cov- 
ering National Life, U. S. A., business 








CONTINENTAL CASUALTY 
ASSURANCE COMPANIES 


CHICAGO 





STABLE 


unquestioned. 


a 
— 


1) 
/ 





firmly established 


Continental, founded in 1897, has stood 
impregnable against the many financial 
and economic disturbances which have 
swept the country. 


It has grown steadily, becoming one of 
the foremost multiple line insurance or- 
ganizations now operating. It is stable, 
firmly rooted, and its DURABILITY is 


In view of past and present business con- 
ditions, the value of a Continental 
connection is obvious. 





_ ILLINOIS 


and new writings in the Hercules. Th 
general agents sought a 60 percep 
graded contract. 

General Manager Carl L. Odell of the 
Hercules stated that ten general agent 
signed the new contract. Three ar 
known to have signed with other cop. 
panies. Mr. Odell said the dissenting 
general agents represent only 12 percep; 
of premium income, at best. He de. 
clared 75 percent of the agency situ. 
tion was cleared up in Michigan, where 
$31,000,000 is in force. 

According to R. C. Gibson, Vin. 
cennes, Ind., former general agent who 
went with the Lincoln National, the 
Hercules has waived between $50,00 
and $75,000 of agency balances of those 
who have signed the new contract, but 
Mr. Odell said obligations owed by 
agents have not been canceled. He said, 
however, one theory might be that jf 
all contracts are voided upon receiver. 
ship, so might the agents’ notes. Or, 
that in working out the receivership, 
such obligations might be used to build 
a conservation corps. 


Agents Who Are Holding Out 


The non-signing general agents are: 
Indiana—R. C. Gibson; Nebraska—F. 
T. Keliher, Omaha; Ohio-Mooney 
Brothers (C. A. and Joseph) Cleveland: 
Michigan—R. W. Anger, Detroit, and 
M. A. Blaess, Ann Arbor, who went 
with other companies; Illinois—J. P. 
Farmer, S. C. Cyzio and G. W. Wolfle, 
all of Chicago; W. T. McClintock, Pe- 
oria, and E. W. Lindvahl, Waukegan. 

Details of the agency contract were 
made public this week by Mr. Gibson. 


Provisions of Contract 


The contract in brief provides: 

The agent agrees to devote his entire 
time exclusively in representing the 
company. He may accept a note in an 
individual transaction between himself 
and the policyholder, but becomes liable 
to pay the company immediately in cash. 
The commission scale is 50 percent 
graded first year, as presented in The 
National Underwriter of March 9. No 
commission is allowed on premiums 
waived under disability provision. Com- 
missions are earned only as premiums 
are paid to company—or a premium lien 
note accepted by company or policy loans 
made. 

The agent acts in a fiduciary capacity, 
promptly depositing premium and other 
receipts in a company account from 
which agent has no authority to make 
withdrawals. Agents cannot without 
company’s consent maintain a personal 
account in the same bank. 

General agent is responsible for acts 
of sub-agents and saves the company 
harmless from any costs, causes of ac- 
tion and damages which may result. 


Voids Right to Commissions 


If there is a default in payment of a 
premium for a longer period than ‘Six 
months from expiration of grace period, 
agent loses right to commissions there- 
on. If reinstated by home office he is not 
entitled to commission, but if reinstated 
through his agency, he is entitled to it. 
Agent agrees to devote necessary time 
to conserve National Life, U. S. A., busi- 
ness, to use his best efforts to cause 
policy and contract holders whom he 
wrote or services, or any others referred 
to him by the company, to continue the 
policies in force and not lapse them; to 
answer promptly without expense to 
company all inquiries and correspond- 
ence in regard to such policies and S90 
far as practicable to employ as sub- 
agents all former agents of National 
Life, U. S. A., heretofore In his employ. 


Provision Regarding Breach 
“Failure on the part of the agent to 
employ any such former National Life 
agents (except for good cause) shall con- 
stitute a breach of this contract; said 
agent expressly agrees that he will in 
no manner, directly or indirectly, induce 
or endeavor to induce any former Na- 
tional Life policy or contract holder to 
lapse any policy or contract of insurance 
reinsured by the company, or discontinue 
premium payments thereon, or dissen 
from the reinsurance agreement, or effect 
directly or indirectly in any other com- 
pany for any such policy or contract 
holder, any life insurance of the charac: 
ter or similar to the character of in, 
ance heretofore written for the Nationa 
Life.” 

Company agrees to pay renewal com- 
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missions on National Life, U. S. A., busi- 
ness not exceeding 5 percent nor for 
more than nine years since Oct. 17, 1933. 
The company’s determination of amount 
of policies issued or assumed by National 
Life, U. S. A.. written under supervision 
of the agent, shall be final and conclu- 
sive. Renewal commission rights voided 
upon voluntarily leaving company or 
upon company voiding the contract for 
cause. 

If the contract is terminated within 
the first year, no renewal commissions 
on policies sold during the period shall 
pe payable, nor first year and renewal 
commissions in case contract is termi- 
nated for fraud, malfeasance or noncom- 
pliance with terms. 

“Tf the agent shall at any time, either 
pefore or after the termination of the 
contract, induce or endeavor to induce 
the holder of any policy or contract of 
insurance issued or assumed by the com- 
pany to discontinue the payment of pre- 
miums on or to relinquish any policy or 
contract of insurance issued or assumed 
by the company, or induce or endeavor 
to induce, any agent of the company to 
leave its service, thereupon any and all 
first year and renewal commissions to 
which the agent might otherwise be en- 
titled under this or any or all other 
contracts with the company, shall cease 
and determine.” 


Waive Claim Against Fund 


“The ageut hereby releases and for- 
ever discharges the National Life Insur- 
ance Company of the U. S. of A. and 
Patrick J. Lucey as receiver from any 
claim or demand whatsoever for com- 
missions, salaries or allowances not ac- 
tually due and payable to the agent by 
the National Life on Oct. 17, 1933, and 
releases and discharges the company 
from any such claim or demand except 
as otherwise expressly assumed by the 
company under this contract.” 

The contract may be terminated by 30 
days written notice mailed to last known 
address, and, by the company, without 
30 days’ notice for fraud, malfeasance or 
noncompliance with terms, or by rea- 
son of legislation, court decision or in- 
surance department ruling or require- 
ment which in the company’s opinion (of 
which it shall be the sole judge) renders 
it expedient for the company to with- 
draw from the whole or any part of the 
territory covered by the contract. 


MAY GET MICHIGAN LICENSE 


LANSING, MICH., March 22.—The 
Michigan department is planning to li- 
cense the Hercules Life this week fol- 
lowing receipt of a modified applica- 
tion. As soon as the license is issued, 
Deputy Commissioner Wade, receiver 
for the National Life, U. S. A. in 
Michigan, will ask for his discharge as 
receiver to permit the Hercules to take 
over assets of the other company. 


Union Central Has New Plan 
for Handling Policy Loans 





The Union Central Life has worked 
out a system for handling policy loans, 
so as to discourage excessive borrowing 
and encourage a definite repayment plan. 

Where the policyholder requests a 
loan by mail and is not available for a 
personal interview, either at the office or 
by the agent, a letter and literature are 
sent out, if possible to discourage the 
making of loans for any amount, or to 
limit the amount borrowed to the actual 
needs of the policyholder and to see that 
a definite repayment plan is adopted. 

The policyholder is told the company 
desires to assist in obtaining promptly 
any desired loan, but points out that the 
step the policyholder contemplates tak- 
ig 1s important to him and to his bene- 
itiary and an enclosure on the subject 
is referred to. The company asks 
whether it is absolutely necessary that 
the money be obtained by mortgaging 
the insurance and if so, what is the least 
amount with which the assured can 
Manage, 

Where a personal interview is 
aranged, the agent should endeavor, 
uring a preliminary conversation, to 
size up the policyholder and then should 
féler to correspondence on file for evi- 
€nce of previous transactions. The 
agent should make two calculations, 
the maximum loan value and the value 
féserving a mafgin to cover the next 





premium when due. In the meantime, 
the policyholder could be handed a pol- 
icy loan booklet. 

The Union Central advises that if the 
assured is not fully determined that he 
must borrow then the disadvantages of 
so doing could be pointed out. 

If it is a question of the amount 
needed then the agent should attempt 
to encourage him to withdraw the least 
amount possible. He should at least be 
urged to leave a sufficient margin to 
cover the next premium. Then he should 
be urged to take the repayment schedule 
and get on a definite plan. 


Complete Company Data for 
Last Five Years Is Shown 


A striking picture of how life insur- 
ance companies and life insurance pol- 
icyholders have fared during the past 
five years is presented in the financial 
and business report section of the new 
1934 Little Gem Life Chart which will 
be ready shortly. Beginning with the 
“boom” year of 1929, this report traces 
all the interesting changes that have 
occurred in the troublesome years that 
followed. 

Forcefully illustrating the larger and 





larger amounts paid to policyholders and 


the increasing assets of practically all 
companies, this report also brings out 
the trend of each company’s premium 
income, of new insurance written, busi- 
ness in force, business lapsed, dividends 
paid, surplus to policyholders and many 
other illuminating features from the rec- 
ord of each company’s results annually 
from 1929 to 1933. 

While the Little Gem is best known to 
the life insurance fraternity for its pol- 
icv, rate, dividend, net cost and cash 
value information (to which the largest 
part of the book is devoted) this special 
100-page section treating some 300 com- 
panies, will undoubtedly be of particular 
interest as a record of the trends in each 
company during the “depression” years. 
No other similar small life insurance 
reference book includes such a report. 


Insurance Counsel Meeting 


The annual meeting of the Interna- 
national Association of Insurance Coun- 
sel will be held at French Lick, Ind., 
Aug. 22-24. The decision was made at a 
meeting of the executive committee of 
the association at Miami Beach, Fla. 

The first issue of the journal which 
the association has put out will be ready 
for distribution April 1. It is being 
edited by George W. Yancey of Birm- 
ingham, the president. 








Fuller to Cincinnati With 


Prudential, Advance Sanford 


Maj. W. S. Fuller, manager of the 


ordinary department of the Prudential 
at Davenport, Ia., has been advanced to 
manager of the Cincinnati office. 
will have in his organization branch of- 
fices at Columbus and Dayton, with as- 
sistant resident managers in each of 
these offices. 
more than 30 counties, including four 
or five in northern Kentucky. 


He 


His territory will embrace 


Major Fuller, a million dollar pro- 


ducer for the Prudential in Chicago, 
went to Davenport Dec. 1, 1930, as man- 
ager of a brand new agency. While in 
Chicago he was a director of the Chi- 
cago Association of Life Underwriters. 
He is now chairman of the program 
committee of the Davenport association. 
For two years he has been a director of 
the Managers & General Agents Asso- 
ciation and has served as secretary for 
two years. 
as major in the 344th Infantry. 


He served in the world war 


S. W. Sanford, assistant mpnager, 


will succeed him as manager in Daven- 
port. He was for 17 years general agent 
for the Register Life in Davenport, in 
charge of its home office agency, and 
joined the Prudential last year. 
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Rewriting of Policies When the 


Loans Are Heavy 


By Herbert G. Shimp 





Relative to the recommendations of 
the Life Insurance Sales Research Bu- 
reau, and the conclusions reached from 
its recent survey, the major argument ad- 
vanced is that the rewriting of policies 
impaired by foans results in heavy lapsa- 
tions. Figures are cited as proof of the 
unsatisfactory results from such proced- 
ure. The business under consideration 
seems to be entirely maximum loan 
cases, thus limiting the discussion to 
only one phase of conservation work, 
according to our program. Further, the 
problem is only considered from the 
company’s point of view. 

The argument that rewriting of im- 
paired policies causes heavy lapsation is 
not qualified. There is nothing shown 





to the company. In a participating com- 
pany the dividends may exceed the loan 
interest by sufficient margin to make the 
cost of net protection cheaper per thou- 
sand of insurance than would be pos- 
sible with a new policy. Likewise a 
high premium participating policy if re- 
written should be placed on a favorable 
competitive basis against low rate poli- 
cies of non-participating companies. Un- 
less the rewriting is done on a sound 
basis it will always develop unsatisfac- 
tory results. The rewriting of maximum 
loan cases involves a class of business 
that is always open to the attacks of 
twisters and the rewritten policy is open 
to the same attack. Thus the results of 
rewriting on maximum loan cases must 








The question of readjustment or replacement of policies where the equity 
has been all exhausted or heavily impaired through policy loans is one of 
great current interest and is regarded as one of primary importance to the 
men in the field as well as to home offices. Herbert G. Shimp, the con- 
tributor of the accompanying article, is president of the American Conserva- 
tion Company of Chicago, which does adjustment work for companies. 








as to what consideration was given of 
other very important factors. Was the 
case a proper one to rewrite? Was the 
assured in a position to pay from his 
current income the future premiums as 
they became due? Was he employed? 
Why was the loan made? Did the as- 
sured plan and seem able to repay his 
loan? Did he understand the benefits 
secured by the rewriting? Thus the re- 
port criticises the rewriting of impaired 
policies and gives no insight whatever to 
the other factors that are vitally impor- 
tant. 


Chief Cause of Lapsation 
of Insurance Policies 


Rewriting is not the cause of lapsa- 
tions. The great majority of lapses are 
caused by lack of money to pay pre- 
miums. This was particularly true in 
1931 and 1932. Many assureds had to 
make loans for living expenses. They 
discussed the problem with their agent 
who suggested rewriting on a lower pre- 
mium payment basis and when the next 
premium was due they could not pay it. 
What the rewriting really effected in a 
great many cases was an extension of 
the period of insurance for which the 
company received a premium, otherwise 
the lapsation would have occurred at the 
time of rewriting. 

Therefore, the figures cited are mean- 
ingless. They include a period when 
thousands of policyholders were forced 
to borrow on their life insurance. Many 
were out of work and had no possibility 
of continuing the insurance. They made 
the best effort possible to continue. The 
only thing that the lapsation proves is 
that the assureds could not, and did not, 
pay the future premiums. 


Higher Cost for Less Insurance 
Held to Be Ridiculous 


_The argument is advanced that poli- 
cies with maximum loans where pre- 
miums were paid for a year following 
the date of the loan produced as per- 
sistent business as any other type. This 
only proves the assured’s ability to pay 
premiums, plus interest. The argument 
that increasing the cost of reduced pro- 
tection makes for persistency is obviously 
ridiculous. If the policy was rewritten 
and the assured’s circumstances did not 
change and he lapsed the policy, then 
the fault is entirely that of the com- 
pany or the agent for making an im- 
proper adjustment and not demonstrat- 
ing to the assured the benefit that he 
had secured. 

Sound practice in rewriting impaired 
policies involves a most careful and ac- 
curate selection of the proper cases. The 
rewriting must be favorable to the as- 
sured and at the same time entirely fair 





also include consideration of this possi- 
bility. 

The agency situation is considered 
from the standpoint of discouraging re- 
writing by permitting only a minimum 
amount of such adjusted cases. The ten- 
dency of agents to encourage rewriting 
in order to secure new commissions and 
the difficulty of declining such requests 
is shown by the recommendation to not 
advise agents about any rewriting plan 
that the company may have adopted. 
Likewise the recommendation for an 
“unfavorable” list of agents who rewrite 
too many cases reflecting promiscuous 
rewriting solely for the sake of commis- 
sions. 

The discussion does not mention the 
assured’s interest. From all that is said 
the viewpoint is that the companies are 
deciding what they will do with the 
policyholders’ money. The fact that in 
many cases the companies face the duty 

(CONTINUED ON PAGE 21) 


Sue Living Policyholder 


on Fraudulent Statement 








SOUTH BEND, IND., March 22.— 
The Columbian National Life has filed 
suit in the federal court here against 
J. L. Wallerstein of Michigan City, Ind., 
for $20,000 to offset the amount which 
it claims it will be compelled to pay 
under three $5,000 policies which Mr. 
Wallerstein now holds. The policies 
were issued Sept. 22, 1928, and two con- 
tained disability clauses providing pay- 
ments totaling $100 per month. It is 
alleged that the applicant represented 
himself to be in good health; whereas 
he actually had diabetes and had been 
taking treatment for it. In 1929, the 
complaint charges, he obtained benefits 
under a New York Life policy pre- 
viously taken, and represented at that 
time that he had been sick two years. 

The Columbian National Life claims, 
in its complaint, that because of the 
clause making the policies incontestable 
after one year, it will be compelled to 
pay Mr. Wallerstein disability payments 
for the rest of his life, and pay the prin- 
cipal sum to his ‘beneficiaries on his 
death. To offset this liability, the com- 
pany demands a judgment of $20,000, on 
the ground that the policies were ob- 
tained through false and _ fraudulent 
statements in his application. 








Month Before Age Change 
Is Found Most Profitable 


Nearly 25 percent of all applications 
for life insurance are signed in the 
month before change of age, or well 
over twice the number signed in any 
other month, the Sales Research Bureau 
of Hartford reports. In the month after 
change of age, fewer applications are 
completed than in any other similar 
period, only 3.2 percent. Data used in 
the present study were taken from 3,100 
consecutive applications received by two 
large companies whose experience is re- 
garded as typical for purposes of the 
analysis. 





H. W. Tryloff, district manager for the 
Sun Life of Canada, Mt. Clemens, Mich., 
is the new _ president of the board of 





commerce there. 





Indianapolis Life Men Advance 











J. R. 


MAYFIELD 


Two Indianapolis Life men who have 
receiyed promotion at the home office 
are well known to all those who come 
in contact with that company. : 

J. R. Mayfield has been made agency 
manager, being promoted from assist- 
ant agency manager. He started with 
the company as a rate book man in 
southern Indiana and was successful as 











A. LEROY PORTTEUS 


a personal producer. Later he became 
field supervisor. Therefore the knows 
the problems of the men out on the 
firing line. 

A. Leroy Portteus has been elected 
vice-president. He started with the 
company in 1906 and served as cashier, 
treasurer and then secretary before his 


Southern Round Table to 
Have Annual Conference 





WILL MEET AT GREENSBORO 





Life Advertisers Association Has Ar. 
ranged a Program of Practical 
Talks and Discussions 





The annual meeting of the southern 
round table of the Life Advertisers As. 
sociation has been scheduled for the 
Sedgefield Inn at Greensboro, N. C, 
April 9-11. Julian Price, president Jef. 
ferson Standard Life, will give the ad- 
dress of welcome. N. A. White, Provi- 
dent Mutual Life, will discuss direct 
mail advertising and T. M. Rodlun, 
Acacia Mutual, will lead the discussion, 
Miss Mary Taylor of the Jefferson 
Standard will speak on “House Maga- 
zines” and the discussion leader will be 
Miss Chlo Peterson of the Business 
Men’s Assurance. C. C. Robinson of 
“The Insurance Salesman” has selected 
as his subject, “Getting Them to Use 
Your Stuff.” Rex Magee, Lamar Life, 
will talk on “Annual Statements as Can- 
vassing Documents,” the discussion 
leader being A. E. Babbitt, vice-presi- 
dent and actuary Lamar Life. J. M. 
Waddell, agency manager of the Pilot 
Life, will talk on “Prospecting.” Seneca 
Gamble of Chattanooga will speak on 
“Sales Folders,” the discussion leader 
being Karl Ljung, Jr., of the Jefferson 
Stanadrd. 

Smith to Discuss Radio Advertising 


C. S. Smith, National Life & Accident, 
whose company maintains a radio sta- 
tion at Nashville, will give a talk on 
“Radio Advertising,” the discussion 
leader being Emmett Russell of the Life 
& Casualty of Nashville. In the open 
forum, R. G. Richards, Atlantic Life, 
will discuss ‘‘Letterheads;” Miss Clara 
L. Noyes, Union Cooperative of Wash- 
ington, D. C., “Blotters,” and J. M. 
Ehle of the Imperial Life of North 
Carolina, “Calendars.” 

On the second day, Insurance Com- 
missioner D. C. Boney will give a talk 
on insurance departments and_ their 
service to the public and the companies. 
Bart Leiper, Pilot Life, will speak on 
“Sales Promotion,” the discussion leader 
being John Murphy, Pan-American Life. 
W. L. Brooks, general agent Jefferson 
Standard Life, will tell how the adver- 
tising men can best help the field. C. 
E. Ward, vice-president of the Shenan- 
doah Life, will lead the discussion. ‘ 
J. Hammer of the Protective Life, chair- 
man of the exhibits committee, will 
make the award to winners. 


Life Agents to Be Licensed 
Under New Kentucky Statute 


LOUISVILLE, March 22.—The Ken- 
tucky legislature has passed a life agents 
qualification bill which has been signed 
by the governor. It provides that the 
applicant set forth his qualifications in 
his application for a license, namely, his 
familiarity with the life insurance laws, 
provisions of the contracts, insurance 
experience and what instruction he has 
had or expects to receive. The act pro- 
vides an agent is entitled to place the 
excess or rejected risks in another com- 
pany. Licenses will expire annually on 
March 1. The act also requires the life 
companies to file statement of facts om 
the termination of employment of any 
agent. The measure provides for the 
revocation of licenses for any violation 
of the insurance law, misleading pres- 
entation or fraudulent comparison 0 
policies of a company for the purpose 0 
inducing policyholders to lapse, forfeit 
or surrender any insurance. The act 





applies only to company representatives 
on a commission basis. 

A bill was killed in the Kentucky 
legislature which would have increase 
the life insurance license tax from 2 to 3 
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Insurance Sales for 1934 





Showing Substantial Gains 





An increase of 16.5 percent in paid 
business and 27 percent in the number 
of lives is reported by the Northwestern 
Mutual Life for January and February. 
Two-thirds of the company’s agencies 
showed a gain in paid for business the 
first two months, according to Grant L. 
Hill, director of agencies, and all the 
company’s 25 largest agencies showed 
gains. oes 

Paid business of $1,102,908 on 391 
policies was produced by the Toledo 
agency of the Equitable Life of New 
York in two months ending March 14. 
The special campaign was in recogni- 
tion of the completion of 20 years’ serv- 
ice with the company by O. B. Haller, 
agency manager. About $250,000 added 
business was written but not paid for in 
the two months’ period. A testimonial 
dinner marked the close of the campaign. 
William Rothaermel, Chicago, superin- 
tendent of agencies for central states, 
and H. J. Rossmar, New York, assistant 
to the vice-president, were present. 

* * * 

A paid-production in February that 
exceeded January’s and gave the Guar- 
dian Life a 17.5 percent increase for 
the first two months of 1934, is reported. 
Last month’s increase in paid-for over 
the corresponding month a year ago, 
was its fourth consecutive “best month” 
and the seventh in the eight months of 
the current club year, which started July 
1, 1933. 

* Kk * 

New paid business of the Great-West 
Life, according to H. W. Manning, as- 
sistant general manager, shows an in- 
crease of 35 percent for January and 
February. 

ee eae 

The George Washington Life of 
Charleston, W. Va., reports an increase 
of over 46 percent in volume of new 
applications for life insurance written in 
February, as compared to February, 
1933. This, together with the increase 
which was shown for January over Jan- 
wary, 1933, and the further fact that the 
business is well distributed over the 
territory east of the Mississippi in which 
the company operates, appears to indi- 
cate a continued and steady improve- 
ment in business conditions throughout 
the country. 

* *k * 

Gains of 83 percent in new paid-for 
business for the first two months of this 
year compared with the same months 
last year are reported by the Lamar 
Life. February production showed a 
gain of 94.9 percent and January pro- 
duction a gain of 71.8 percent over the 
corresponding —— last year. 


The Midwest Life of Nebraska re- 
ports that business issued in January 
showed nearly 150 percent increase, 
while February totals were 45 percent 
greater. 

* * x 

For the first two and a half months of 
1934 the premium income of the Wash- 
ington National showed the greatest in- 
crease ever made during any equal pe- 
fod in its history. Increases are reported 
IN every department of the business. 


P. C. Creamer, district manager South- 
Western Life of Dallas, says that the 
first two and one-half months of 1934 
rl an increase in paid business of 

percent. 
*x* * 

a B. Krezdorn, supervisor of the 
usiness Men’s Assurance for south- 
West Texas and the Rio Grande valley. 
states that business in his district showed 
4100 percent increase in February. 

* x 


Pi Southwestern Life of Dallas in- 
rented its sales $2,575,031 in the first 
‘WO months of 1934, applications show- 
mg a gain of 1,474. 

oe 





rine. & Sons, Pittsburgh agency for 
¢ Union Central Life, reports an in- 


crease of 12 percent in February. Sales 
to date are ahead 44 percent. 


Bill to Halt Canadian Racket 


_ TORONTO, March 22.—Trafficking 
in life policies by inducing policyholders 
to give an assignment for cash pay- 
ment considerably less than the sum 
later obtained by the “racketeer” upon 
surrender to the company, will be elim- 
inated under amendments to the insur- 
ance act presented to the Ontario legis- 
lature by Attorney-General W. H. 
Price. The bill prohibits “twisting;” 
agents are forbidden to make mislead- 
ing statements or representations “in 
the solicitation or negotiation of insur- 
ance, or propose directly or indirectly 
to coerce a prospective buyer of insur- 
ance through the influence of a business 
or professional relationship or other- 
wise.” 


Cousins in Home Office 
W. C. Cousins, until recently in the 
State Mutual general agency at Wor- 
cester, has gone into the life agency 
department of, the Aetna Life in Hart- 
ford. Mr. Cousins will work with 
agencies in New York state and beyond. 


E. P. Magee, Lansing, Mich., manager 
Canada Life, has been elected president 





Financial Section Parley 
Does Not Produce Hot Tips 


FALL BACK ON GOVERNMENTS 





American Life Convention People Find 
Yield on Good Bonds Other Than 
Federal Too Low 





Anyone who attended the special 
meeting in Chicago of the Financial Sec- 
tion of the American Life Convention 
with the expectation of getting a hot tip 
on securities that might be purchased at 
a yield to cover life insurance maturi- 
ties and offer fair prospect as to safety 
of principal, was disappointed. Railroad, 
utility, municipal and state bonds that 
were regarded by participants in the dis- 
cussion as sound are selling at a price 
to produce a yield little, if any, better 
than federal bonds. 

President George A. Boissard of the 
National Guardian Life of Madison, 
Wis., summed it up when he said that 
good bonds are too high and said he is 
buying governments and waiting until 
the clouds roll by. 

Despite the fact there were no hot 
tips to be obtained, the discussion was 





lively and profitable. O. J. Lacy, vice- 
president of the Minnesota Mutual Life, 
presided in the morning as chairman of 
the Financial Section. Frank J. Travers, 
financial secretary Lincoln National Life, 
led off with a prepared paper on railroad 
securities in which he expressed views 
somewhat more optimistic than are gen- 
erally heard as to this type of invest- 
ment. 

Then there was an informal discussion 
of municipals in which the proposal was 
pondered of enlisting the good offices 
of the American Life Convention for the 
exchange of information and _ possibly 
collective action in connection with issues 
which get into trouble. The proposal 
was advanced by Harry V. Wade, as- 
sistant to the president, United Mutual 
Life of Indianapolis. Final decision was 
to refer the question to the municipal 
bond committee of the A. L. C. with 
authority to try out the plan in connec- 
tion with one or two issues and make 
recommendations later. 

Mr. Travers then presented a paper on 
utility investments, in which he ex- 
pressed the belief that despite the un- 
favorable political situation facing utili- 
ties, the electric power companies, par- 
ticularly, still have a brilliant outlook. 

The luncheon and early afternoon ses- 
sion was devoted to discussion of the 
problems of the institutional landlord in 

(CONTINUED ON PAGE 22) 
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Nearly three years ago we discontinued 
searching for new General Agents. 


Since Then 


Our own sales force has been developing an Organized Sales Plan that 
means certain success to HIM, who—with respect to his own working 
habits—can say “I will." 


The Plan Perfected 


The boys are now willing to share their secret with a few select friends. 


So Minnesota Mutual is again ready to consider General Agency Ap- 
pointments—offering a real contract and a crucible tested plan. 


Interested? 


Then say the word and we'll tell you our story. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 
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Lasting Effects in 
Great Drive Seen 


(CONTINUED FROM PAGE 1) 


In an inspirational address giving 
practical sales pointers, Gage E. Tar- 
bell, one of the titans of an earlier day, 
sent Greater New York agents of the 
Equitable of New York off to a flying 
start. Mr. Tarbell, former general 
agent, then, agency vice-president, and 
now director,of the Equitable, addressed 
a meeting sponsored by the association 
of the company’s managers in the New 
York metropolitan area. Other speak- 
ers were F. J. Mulligan, president New 
York City Life Underwriters Associa- 
tion, and Isidor Hirschfeld, a leading 
producer. The disbursements by life 
companies since 1929 are something that 
every agent should be proud to tell, 
Mr. Tarbell declared. Horace Wilson, 
president managers association, pre- 
sided. 


Program Over Loud Speaker 


Vice-president G. W. Munsick and 
Assistant Secretaries G. H. Chace and 
A. E. N. Gray of the Prudential ad- 
dressed the H. L. Wofford (New York 
City) agency by telephone loudspeaker. 

In Hartford, Gordon Hunter, 
agency vice-president Phoenix Mutual, 
opened the week’s program with a talk 
on “Streamlining in 1934.” Arthur 
O’Donnell of the Aetna Life and B. L. 
Mullins, Connecticut Mutual, addressed 
service clubs. A. E. N. Gray, assistant 
secretary Prudential, was _ principal 
speaker on “Let’s Get a Picture We Can 
Understand,” before the Hartford Life 
Underwriters Association Tuesday noon. 

Mr. Gray suggested a formula for 
determining what form of policy a 
prospect should take. The formula calls 
for taking as much protection as is 
needed plus as much investment as the 
buyer can afford. Mr. Gray believes 
that much changing of policies would 
be avoided if both agents and assured 
had a clear understanding of the funda- 
mental relation between investment and 
protection in the policy. 

The record of stability, safety and 
value of life insurance during the de- 
pression was stressed by M. J. Cleary, 
president Northwestern Mutual Life, at 
a breakfast in Milwaukee attended by 
more than 1,000 agents and officials. 
Importance of life insurance was em- 
phasized by Judge J. C. Karel, president 
Equitable Reserve Association and vice- 
president National Fraternal Congress. 
H. L. Minton, Travelers, general chair- 
man for the week, was toastmaster. Life 
companies have made a great record in 
the four years of depression, said Mr. 
Cleary. Great public confidence has 
been evidenced in life insurance. 

Every husband and father owes his 
family the protection of life insurance, 
said Judge Karel. Life insurance has 
not failed those who put their trust in it. 





Large Gathering in Chicago 


A breakfast of nearly 1,400 Chicago 
life agents opened the week there. Presi- 
dent R. L. Davis of the Chicago Asso- 
ciation of Life Underwriters presided. 
Paul Speicher of Indianapolis, speaking | 





on “The Unanswerable Logic of Life In- 
surance,” said that people who are far- 
sighted are not content with mere accu- 
mulation of money, but also are seeking 
profitable investments and financial se- 
curity. They are learning more and 
more each year that the safest, surest 
and least hazardous form of investment 
is life insurance. H. W. Anderson, 
Rockwood Company, was chairman of 
the general committee for the week. 


Observance in Pittsburgh 


More than 1,200 life agents of Al- 
legheny county, Pa., heard two inspiring 
addresses at breakfast in Pittsburgh March 
19 under auspices of the Pittsburgh Life 
Underwriters Association. R. B. Hull, 
managing director National Association 
of Life Underwriters, New York, spoke 
on “Go Out and Preach Your Gospel.” 
G. Franklin Ream, assistant superin- 
tendent of agencies Mutual Benefit, 
talked on “The Past and the Future.” 

Mr. Hull prefaced his address by tell- 
ing of steps taken by the National asso- 
ciation in opposition to the proposed 
federal tax on annuities now before the 
U. S. Senate, and offered to bet even 
money that the tax would not be ap- 
proved by the Senate committee. He 
discussed the NRA program, pointing 
out that life insurance reserves might be 
endangered if the NRA should fail. Life 
insurance with its $21,000,000,000 re- 
serves, forms a first line defense against 
communism and socialistic tendencies in 
this country, he said. 

Mr. Ream stated the American people 
are standing on the threshold of a great 
conquest of economic freedom or finan- 
cial independence. The breakfast was in 
charge of a general committee headed by 
C. B. Metheny. 

Over 700 agents attended a 7 o’clock 
breakfast Monday in Indianapolis. C. 
F. Maetschke, president Indianapolis as- 
sociation, presided. Commissioner Mc- 
Clain paid tribute to life insurance busi- 
ness and gave assurance of his depart- 
ment’s complete cooperation. H. A. 
Chipman, agency manager Equitable of 
New York, introduced by H. L. Rogers, 
agency manager of the company in In- 
dianapolis, showed that funds of life 
companies are securely placed in sound 
non-speculative securities. He urged that 
prospects be shown the importance of 
protecting the progress they have made 
in the accumulation of resources by 
means of life insurance. At a closing 
meeting Saturday noon, Paul Speicher 
of Indianapolis will talk. 


Activities in Rhode Island 


Observance in Providence, R. LI., 
started on March 19 with a breakfast, 
President H. M. Gorton of the Rhode 
Island Life Underwriters’ Association 
presiding. Commissioner Heltzen and 
Rt. Rev. Granville G. Bennett were prin- 
cipal speakers. Eben Luther was gen- 
eral chairman of the activities. 

In St. Louis observance upwards of 
1,000 agents attended a breakfast rally. 
The high spot was March 22 when a 
sales congress was conducted with John 
Morrell, associate manager Equitable of 
New York in Chicago; Paul Speicher of 
Indianapolis and F. H. Davis of Phila- 
delphia, vice-president Penn Mutual, as 
speakers. 

The congress was preceded by a noon 








meeting of the managers and general 
agents association, presided over by E. J. 
Burkley, manager Phoenix Mutual. 

Ottis Lucas, sales promotion manager 
Studebaker Motor Corporation, made the 
chief address at the “early bird” break- 
fast of the South Bend (Ind.) Life Un- 
derwriters Association, at which the 
week’s program was launched. 


Dr. Rockwell in Address 


In St. Paul, Minn., a series of daily 
meetings was held, all addressed by Dr. 
C. J. Rockwell. In Minneapolis similar 
meetings were held with different speak- 
ers, some of the talks being broadcast. 

President A. F. Hall of the Lincoln 
National Life, Fort Wayne, Ind., speak- 
ing at a meeting opening the observance 
in that city, said the life companies in 
this country in the last four years have 
paid out twice as much as President 
Roosevelt estimates will be necessary in 
various forms of relief to restore normal 
prosperity. More than $13,500,000,000 in 
death claims and other payments to pol- 
icyholders and beneficiaries has gone out 
in the period, he said, and $3,650,000,000 
has been loaned to the U. S. govern- 
ment, corporations and property owners. 

About 200 life underwriters attended 
the Kansas City association’s breakfast 
March 19. The Rev. L. M. Doreen gave 
an inspirational address on “Defending 
the Remainder.” 

Under the leadership of Dave Noble, 
president Omaha Life Underwriters 
Association, life agents took active part. 
There were 20 speakers, among them 
being Mayor Towl, Mr. Noble, De E. 
Bradshaw, head Woodmen of _ the 
World; A. A. Greenspan, Guarantee Mu- 
tual Life; Prof. C. J. Courtney, Creigh- 
ton University. 


Activities on West Coast 


The week commenced in Oakland, 
Cal., with a “Let’s Go” morning meeting 
Monday under auspices of the East Bay 
Life Underwriters Association. Pete 
Murman, manager Equitable of N. Y., 
was principal speaker. There were sev- 
eral four-minute talks by committee 
chairmen. R. Shapro, president of 
the association, presided. 

A sales congress under auspices of 
the Des Moines Association of Life 
Underwriters is being held Friday, 
speakers including H. J. Cummings, 
vice-president Minnesota Mutual; W. A. 
Irwin, economics professor Washburn 
college, Topeka, Kan. and H. . 
Hedges,. general agent Equitable Life of 
Iowa, Kansas City, Mo. President A. 
M. Pickford is presiding. 

Intrastate long distance telephone con- 
ference was employed Monday by A. A. 
Heald of Milwaukee, Wisconsin general 
agent Provident Mutual, in speaking to 
his agents in seven cities. 


Commissioner Goes on Air 


A warning against the “honey- 
tongued twister” and advice to buy life 
insurance only from companies licensed 
in the state were broadcast by Commis- 
sioner Riley of Mississippi over WJDX, 
the Lamar Life station, in the first of a 
series of programs of the Mississippi 
Association of Life Underwriters. 

Cincinnati life agents opened the week 
with a breakfast Monday, 300 attending. 








FIGURES FROM DECEMBER 31, 1933 STATEMENTS 





Total Inc, in 

Assets a a 
Bldg. & Loan, W. Va. 223,302 —21,317 
Central Life, Ia...... *50,057,658 12,652,129 +3, 
Columbia Catholic, Ia. 49,297 11,225 
Church Life ......... 1,904,299 179,132 
Continental Life, D. C. 2,994,820 184,795 
Crown Life, Can..... 18,893,082 1,000,451 
Fed. L. & Cas., Mich. 764,444 —4,495 
Guar. Securities, Kan. 357,614 —59,951 
Republic Life, Tex... 948,703 —420,638 
Sec. Plan Life, Minn. 21,741 1,601 

235,955 98,976 


Trinity Life, Tex..... 


*Including illinois Life fund, $12,171,329. 
tExcluding Illinois Life surplus. 
tIncluding Illinois Life income, $19,483,486. 


Sec. Change Prem. Total Benefits Total 
Surplus Fluc. New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 

to Pol. Res. 7 Dec. - 1933 in eT 1933 1933 1933 i 

$ 

40008 reste 122,856 1,945,091 —1,211,448 9,856 64,693 5,059 223,302 
SOO So ase tas 76,970,253 228,017,449 53,969,993 6,472,468 $26,428,501 6,675,582 §15,946,763 
ree 553,525 894,575 334,525 26,532 31,126 3,397 24,497 
866,527 a50,000 1,165,000 17,051,269 522,058 489,498 565,284 336,357 439,067 
baSa a> “EAs obs b31,271,504 c43,081,397 43,491,858 1,659,545 1,699,980 567,059 1,553,226 
SE8,6T6  focwi. 66,432 138,821,915 1,641,296 4,248,095 5,452,065 2,931,941 4,679,337 
573,161 15,000 113,500 320,000 5,500 e8,284 O6,.796 8 =—ss kovvce e2,257 
ee 1,119,128 5,722,722 —1,191,547 103,216 183,497 37,421 298,665 
PED |. wsisees 5,499,335 13,359,264 —63,586 393,562 422,530 155,716 484,525 
eee” “Senees 173,285 173,285 —82,280 3,358 5,410 75 3,984 
RGA DOG. .knshn 5,936,342 7,043,342 5,449,342 90,316 208,152 9,729 135,264 


§Including Illinois Life fund disb., $7,886,953. 


aContingency reserve. 
bOrd. $1,868,378, Ind. $29,403,126. 
eLife department. 


cOrd. $6,277,538, 


Ind, $36,803,859. 


dOrd. $342,405, Ind. $3,148,453. 











Official of the Abraham aq 
Lincoln Dies Suddenly 


| 








JAMES FAIRLIE 


James Fairlie, first vice-president and 
actuary of the Abraham Lincoln Life, 
died suddenly Tuesday evening at his 
home in Springfield, Ill, of heart dis- 
ease. He had been at the office dur- 
ing the day and suffered no complaints. 

He was born in 1992 in L’Original, 
Ont., and was educated at Queens unt- 
versity, Kingston, Can. He was con- 
nected for a time with the actuarial 
department of the Manufacturers Life of 
Canada and then with the Franklin Life 
of Illinois. He served as actuary of the 
Iowa insurance department and then for 
eight years in the same capacity with 
the Illinois insurance department. He 
joined the Mutual Life of Illinois, now 
the Abraham Lincoln, as vice-president 
and actuarv. 

Mr. Fairlie was perpetual chairman of 
the golf committee at the meetings 0 
the American Life Convention. He was 
a member of the Actuarial Society of 
America and at one time served as vice- 
president of the American Institute of 
Actuaries. 








Stanley Martin, John Hancock, Colum- 
bus, gave an address. He has been a 
million-dollar producer and has written 
$500,000 this year to date. 

Leon Gilbert Simon, New York, who 
was scheduled to give a talk Thursday 
at the sales congress on “Business In- 
surance” was unable to attend. |. 

Observance of the week in Madison, 
Wis., under General Chairman M. 6. 
Huber, supervisor Aetna Life, started 
with a breakfast meeting of agents of 
Madison, Dane county and other parts 
of southern and southwestern Wiscon- 
sin. L. O. Schriver, general agent Aetna 
Life, Peoria, Ill., and second vice-prest 
dent National Association of Life Un- 
derwriters, was the speaker. Radio ad- 
dresses were made by state officials, 
judges and educators. 


Big Gathering in Detroit 


W. R. Chapman, assistant director of 
agencies Northwestern Mutual Life, 
Milwaukee, formerly of Wheeling, fired 
the opening gun in Wheeling at a noon 
meeting Monday. President E. D. Wil- 
son of the Wheeling Life Underwriters 
Association, was in the chair. Mf 
Chapman said life insurance is the cof 
nerstone of a man’s financial strucee 
R. B. Hull, managing director Nationa 
Association of Life Underwriters, ad 
dressed a meeting of the Rotary Club, 

More than 800 agents in Detroit. = 
Monday morning to hear Vice-presidett 
F. H. Davis of the Penn Mutual, tae 
on “Today’s Opportunities.” Presidet 
C. A. Macauley. of the Qualified 14 
Underwriters, John Hancock, preside’ 
J. B. Macken, manager Mutual Lite, 
was general chairman for the week. 
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Governor Murray Orders 




















. Fraternals’ Licenses Voided 
enly 

sTEP IN BACK TAX ACTION 

Commissioner Read Begins to Author- 

ize 32 Societies on Attorney- 
General’s Ruling 

OKLAHOMA CITY, March 22.—By 

executive order of Governor Murray, 

Commissioner Read was directed to re- 

yoke licenses of 32 fraternals for failure 

to pay back taxes, admittance fees and 
penalties claimed due the state since 
statehood. ‘This was the fit.al step of 
the governor’s effort to collect a 2 per- 
cent tax and penalties on approximately 
$2,000,000 premiums over a long period. 

The order directs the commissioner 

not to permit any of the societies named 
to operate in Oklahoma, and to revoke 
licenses of those that have “failed to 
comply with the law,” until further or- 
dered or “until they obey the constitu- 
tion and laws of this state.” 

It is claimed the law provides for pay- 

ment of $200 annual admission fee, and 

2 percent premium tax, for failure to 

pay which an insurance company shall 

forfeit and pay to the commissioner in 

nt and §&% addition to the tax, the sum of $500, and 
| Life, J shall be debarred from operating in the 
at his state until the taxes and penalties are 
rt dis- fully paid. 
© dur- The governor alleges that the com- 
aints. panies named in the order have violated 
iginal, the law in that they seem to have writ- 
iS unt- ten old line or legal reserve life insur- 
3 COn- ance in competition with old line com- 
— panies while claiming to be fraternals. 
uife oO} 
n Life Read Outlines Position 
= - Mr. Reid replied that the fraternal in- 
: on surance board composed of the commis- 

He sioner and four appointees of the gover- 
now nor, met Feb. 5, and instructed Mr. 
siden! Read, as secretary, to issue the licenses. 

He started to do so this week under a 
wii ruling by the attorney-general. 
gs of More than 30 suits have been filed 
co was against the fraternals but none has been 
ty of tried on its merits. However a default 
or judgment for $31,340 was rendered 
wg against the American Insurance Union 

of Ohio, by the district court of Okla- 

homa county. 

_The executive order involves all for- 
olum- eign fraternals in the state, Mr. Read 
powrcyt said. He estimated their total premiums 
ritten to be $2,000,000, thus entailing $40,000 

taxes if the governor’s claim should be 
, who sustained. Mr. Read estimated penal- 
rsday ties and admission fees claimed would 
¢ In- I ‘tal $1,000,000. 

The companies listed in the order are: 
dison, American Insurance Union, Supreme 
1, G Camp of American Woodmen, the Amer- 
tarted ian Woodmen, Ben Hur Life Associa- 
its of tion, Buffalo Life Association, Chicago 
parts Fraternal Life Association, Degree of 
iSCOn- Honor Protective Association, Catholic 
Aetna Order of Foresters, Independent Order 
Pin of Foresters, Women’s Catholic Order 

4 of Foresters, Homesteaders Life Asso- 

0 at cation, Knights of Columbus, Aid Asso- 
clas, Cation for Lutherans, Lutherans’ Mu- 
tual Aid Society, Maccabees, Modern 

Woodmen, National Benevolent So- 

ciety, Police & Firemen’s Insurance As- 
or of sociation, Polish Roman Catholics Union 
Life, of America, Modern Order of Praeto- 
fired tans, Royal Neighbors of America, Se- 
noon curity Benefit Association, Travelers 
Wil- Protective Association, Order of United 
riters ommercial Travelers, Western Bohe- 

Mr. man Fraternal Association, Women’s 





cor- enefit Association, Supreme Forest of 
ture. Sodmen Circle, Sovereign Camp of 
ional soodmen of the World, Woodmen 
ade Mion Life, Yeomen Mutual Life. 

Club. The Modern Order of Praetorians, 
met Modern Woodmen of America and 
ident Omesteaders Life Association, against 
_talk which the state filed suits in Oklahoma 
+s County district court, secured removal to 
Lite tderal court because of diversity of citi- 
ided. Zenship. 

Life, ont of the fraternals involved in 
ek. lahoma difficulties are members of 












Illinois Mutual Benefit 
Associations Will Meet 


A number of the officials of the Illi- 
nois mutual benefit associations will hold 
a meeting for a few days in Effingham, 
Ill. The insurance division of the Illi- 
nois chamber of commerce issued a 
statement calling attention to the fact 
that the Illinois laws were not suff- 
ciently stringent to protect policyholders 
of these organizations. There are some 
well managed mutual benefit associa- 
tions in the state that are rendering a 
splendid service, especially in the rural 
districts. There are many others, how- 
ever, that are in the hands of exploiters 
that are not paying their claims as they 
should and are taking advantage of the 
credulity of the people. The Illinois 
chamber of commerce is interested in 
protecting the people against mutual 
benefit associations that are mere “rack- 
ets” and desires to draw a line very 
definitely between those that are re- 
garded as trustworthy and those that are 
not. The better class of mutual 
benefit associations feel that the broad- 
side of the Illinois chamber might be 
misconstrued as being opposed to all 
of the class. Therefore they feel it 
necessary to counteract this campaign 
of the Illinois chamber. 


OPPOSED UNLICENSED MAIL DRIVES 


In view of the fact that the Wiscon- 
sin and other departments have pub- 
lished warnings against non-admitted 
benevolent societies operating by mail, 
the insurance committee of the Illinois 
Chamber of Commerce caused an inves- 
tigation to be made of these concerns, 
which are domiciled in Illinois, and 
which are the subject of complaint in 
other states. The insurance committee 
objects to these Illinois cuncerns oper- 
ating without a license in other states. 

Among the Illinois concerns which are 
listed by the Wisconsin department, as 
having been the subject of complaint, 
is the Capital State Mutual Benefit As- 
sociation of Willow Hill, Ill. The in- 
surance committee finds that this con- 
cern paid death claims last year $20,765; 
incurred operating expenses of $55,964; 
has assets of $13,108; has unpaid claims 
of $1,649; total liabilities $2,337; mem- 
bers in good standing 4,933. 

The Covenant Mutual Benefit of Law- 
renceville, Ill., paid death claims $1,374; 
operating expenses, $8,366; assets, $8,395; 
unpaid claims, $6,480; total liabilities, 
$7,129; members, 2,785. 

The Fairfield Mutual Life Association 
of Chicago paid death claims $3,760, op- 
erating expenses $3,323, assets $3,266, 
unpaid claims $365, liabilities $365, mem- 
bers 366. 

The Fidelity Mutual Benefit Associa- 
tion of Rockford paid death claims 
$6,522, expenses $16,310, assets $3,712, 
unpaid claims $2,415, total liabilities 
$3,126, members 3,130. 

The Great Northern Estate Corpora- 
tion of Rockford paid death claims $20,- 
474, expenses $36,811, assets $12,175, un- 
paid claims $6,869, liabilities $7,258, 
members 7,086. 

The United Benefit Association of 
Willow Hill paid death claims $4,749, 











the National Fraternal Congress, which 
is keeping close watch on the situation. 
The societies have cooperated in retain- 
ing the same law firms. Among these 
are H. L. Stewart of Ledbetter, Stew- 
art, Bell & Ledbetter, and Judge F. A. 
Wagoner of Oklahoma City, and Judge 
Searcy of Tulsa. It is believed that most 
of the societies will seek removal to fed- 
eral court. 

It was voted at a meeting Monday of 
the state fraternal insurance board that 
all fraternals which heretofore have 
gualified and are operating in Oklahoma 
shall be relicensed. The meeting was 
called at the request of Commissioner 
Read, following the order from the gov- 
ernor. Three of the five members held 
in effect that Governor Murray is 
wrong. 


expenses $5,066, assets $3,637, unpaid 
claims $993, liabilities $1,024 and mem- 
bers 266. 


have drastic limitations and the Illinois 
insurance department is making every 
effort to reduce these limitations. 








On Feb. 14 the United American 
Benefit Association was referred to the 
Illinois attorney-general with the request 
he take such action as necessary to have 
a receiver appointed. 


The Illinois insurance department 
points out that practically all of the mu- 
tual benefit associations spend more 
money for expenses than for payment 
of benefits. Most of the associations 
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Outstanding Stability 


* Size, location, age —all are interesting factors as 
applied to a life insurance company but none of 
these compare in importance to Surplus above 
Liabilities. 

This item in a company’s financial statement is the true measur- 


ing rod which determines the strength and stability of the 
institution. 


With Admitted Assets of $16,616,706.65, the Guarantee Mutual 
Life of Omaha is one of the few companies having Surplus 
above Liabilities equal to 20% of its Legal Reserve. 


There may be larger and older companies in the United States, 
but it will be difficult to find one financially stronger or more 
safe than this sound and well managed purely mutual legal 
reserve company. 


A copy of our booklet, “An Analysis of Our 32nd Annual State- 
ment”, will be mailed to anyone interested in a complete 
review of our financial condition. 


Write for details of the excellent Agency op- 
portunities available in Twenty-seven states. 


COMPANY 


OMAHA, NEBR. 


LIFE 


ORGANIZED 1901 





*TOTAL SURPLUS . . . . .  $2,568,388.63 
(For the protection of Policyholders) 








$100.00 A YEAR BUYS 
FINANCIAL FREEDOM 


With this new Dominion Life Pension Bond you 
can retire at any age from 45 to 70 on a guar- 
anteed monthly income for life. 


For full details—without obligation—write 


ae S| 


OMINION LIFE 
4 ASSURANCE COMPANY 


LANSING 
DETROIT - - 


801 OLps Tower Bioc 
2724 UNION GUARDIAN BLDC 
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The Burden of Old Age 


THE tragic era of today is bringing an 
entirely new outlook on the economic 
and social liorizon. It is engendering 
new and greater responsibilities. We 
have always had old age dependency. 
Old age poverty has been a grievous 
problem. It is heightened now a hun- 
dred fold. 

Prior to 1929 when prosperity was 
with us in many aspects, one out of 
every three persons over 65 years of age 
was forced to depend on charity or sup- 
port of relatives. That ratio is now 
greatly increased for very logical rea- 
sons. 

Unemployment has been manifesting 
itself in no uncertain degree. When the 
demand for workers is greater, the ones 
chosen will be the younger persons. We 
are shortening hours, but that will not 
take up the slack. These bewildering 
days have materially increased the ratio 
of persons beyond 50 to the total pop- 
ulation. The National Division of Sta- 
tistics estimates that by 1950, at least 
25 ver cent of the people will be over 50. 

A writer in the October “New Out- 
lock” calls attention to the seriousness 
of the increasing old age ratio. The old 
age group according to the last census 
numbered 21,000,057. The number over 
65 years increased 34 per cent between 
1920 and 1930 and the group is still in- 
creasing. ~ 

Economic conditions are lowering the 
birth rate, now the lowest on record in 
our land. In dealing with old age de- 
pendency some 17 states have passed 
old age pension laws, 10 being manda- 
tory which place the care of the needy 


above age 75 on state and local govern- 
ments. When these statutes went into 
effect it was estimated that 1,000,000 
people would be the maximum requir- 
ing governmental support. Labor Bu- 
reau reports put the carrying charge at 
$14.32 a month. That was not a great 
burden. 

Now these calculations are all upset. 
The support of the older ones and the 
unemployed has been a severe strain on 
those still earning a living. Along with 
this “responsibility, taxes have greatly 
increased. 

As the writer quoted points out, in 
California, the first state to pass an old 
age pension law, the cost per capita is 
now 47 cents. By 1935 it is estimated 
the cost will be $4,000,000. In 1932 
New York’s old age pension outlay was 
$15,000,000. In New York City during 
the last three years $19,586,671 was paid 
for old age support. 

It will be impossible for the traffic to 
bear this tremendously increasing bur- 
den along with other rapidly rising pub- 
lic demands. 

It would seem that the arguments 
for the proper provision of old age 
through the medium of life insurance 
have been greatly accentuated. During 
the truitful and earning years, it is en- 
cumbent on all to see to it that old age 
be foreseen and looked out for. With 
the policy of employers of selecting only 
those of roseate years, people will be 
more helpless in finding remunerative 
work. Life insurance points the way 
at least to a partial solution of the old 
age dependency problem. 


Amount of National Income 


Wuiute large sums are being paid by 
the federal government for projects in 
the hope of getting more people at work 
and starting the industrial and commer- 
cial wheels going more persistently, it is 
interesting to see just what the national 
income in this country is. It has had 
quite a slump since 1929,.when our na- 
tional income was $81,000,000,000. A 
year later it was $75,400,000,000. In 


1931 it slumped to $63,300,000,000, in 
1932 it was $49,000,000,000. There have 
been no figures made for last year. 


In competition there is always the 
temptation to go to the extremes and 
belittle a competitor. Clean competition 
strengthens one’s work but once mud 
slinging starts the thrower is pretty 
sure to get spattered himself. 


PERSONAL SIDE OF BUSINESS 





of the Provident Life of Bismarck, N. 
D., acompanied by Mrs. c ¢ 
turned last week from a vacation trip 


and Egypt. 

Rosa Ponselle, famous dramatic so- 
prano, recently selected Miss Gale Giles 
of Kansas City as her accompanist for 
the remainder of the season. 1 
Butler, Kansas City salesman for the 
Business Men’s Assurance, decided that 
Miss Giles should be protected, and pro- 
vided her with a new silver anniversary 
special policy. 

On March 15, 1905, Alfred C. Newell 
of Atlanta, wrote his first application as 
a Columbian National general agent on 
the life of Frank Hawkins, now chair- 
man emeritus of the board of directors 
of the Citizens & Southern National 
Bank of Atlanta, a director of the Co- 
lumbian National Life and an outstand- 
ing southern financier. Mr. Newell is 
the oldest Columbian National general 
agent in years of service and Mr. ‘Hawk- 
ins’ policy was the first one to be is- 
sued in the southern states. This pol- 
icy is now paid up. 

The same pride which he has shown 
in his community has characterized his 
business progress, and he is recognized 
as an outstanding figure in life insur- 
ance. 

P. K. Lutken, executive vice-president 
of the Lamar Life, has been appointed 
one of the three members of the NRA 
adjustment board for Mississippi. 

M. L. Woodward, Detroit general 
agent of the Northwestern Mutual, was 
host to W. T. Gage, who retired as gen- 
eral agent for the Northwestern Mutual 
in 1924, at a luncheon celebrating his 
90th birthday. The entire agency force 
and employes of the general agency 
were present. Mr. Gage is the oldest 
licensed underwriter in Michigan and 
the oldest living past president of the 
Detroit association. 

J. H. Leaver, vice-president and su- 

perintendent of agencies of the Central 
Life of Des Moines, who has been in 
San Francisco on business for his com- 
pany, will visit southern California and 
the Pacific Northwest before returning 
home. 
James F. Ramey, vice-president and 
secretary of the Washington National, is 
recovering from an appendicitis operation 
in an Orlando, Fla., hospital. He was 
visiting in a town near Orlando when he 
was stricken five weeks ago. Mrs. 
Ramey has been with him. Mr. Ramey 
are to be back at the office by 
April 1 


A. E. Mason, general agent in Jack- 
son, Mich., of the Continental Assurance, 
Continental Casualty and Metropolitan 
Casualty, was seriously injured in an 
automobile accident and is in a hospital 
with a fractured veterbra and several 
broken ribs. His car was crowded off 
the highway and crashed into a tree. He 
was found ‘by a passing motorist lying 
unconscious in his car three hours after 
the accident and was rushed to the hos- 
pital. 


W. R. Chapman, assistant director of 
agencies of the Northwestern Mutual 
Life, is spending the week in eastern 
territory. He was in Wheeling, W. Va., 
Monday; Huntington, W. Va., Tuesday, 
and later in the week at Dayton and 
Columbus, O., speaking at company 
agency meetings and also before sev- 
eral local associations. 

One of the three members of Vir- 
ginia’s newly created liquor control 


F. L. Conklin, secretary and manager 


Conklin, re- 


which included southern France, Italy 





sary plan is T. McCall Frazier, forme 
Virginia commissioner, who was ap. 
pointed to the post in November, 192, 
‘After serving several months, he re. 
signed to become director of the stat 
division of motor vehicles. 


W. E. Roesch, who left the ‘“Specta 
tor” to become secretary Equitable Ca;. 
ualty & Surety of New York and late 
was engaged in agency work in Ney. 
ark, N. J., has returned to that publica 
tion. 

E. W. Randall, chairman of the board 
of the Minnesota Mutual Life, who has 
been spending the winter in San An 
tonio, Tex., is now on his way home 
and is visiting agencies at Houston, Fort 
Worth, Dallas and Oklahoma City. Be. 
fore leaving Mr. Randall entertained the 
agency and office force of the San An. 
tonio agency at a dinner. 


J. J. Schiffner, who resigned recently 
as head agency manager of the New 
World Life at Spokane, Wash., was 
honored at a dinner given by the Spo- 
kane agency at which John J. Cadigan, 
president of the company, presided. 
Other home office guests were Burt 
Babcock, agency secretary, and John W. 
Cadigan, vice-president and superinten- 
dent of agencies. 

It was announced that Mr. Schiffner 
had placed more than $5,000,000 of busi- 
ness on the books of the New World 
Life in the 11 years he was agency man- 
ager. He was presented a gold watch 
by the officers of the company and a 
testimonial scroll signed by all the off- 
cers and department heads. 


D. J. Bloxham, supervisor agency field 
service, in the Travelers life depart- 
ment, has been critically ill for the past 
two weeks. He now shows improve- 
ment and is at his home in Hartford. 


Clinton C. White, secretary of the 
Puritan Life of Providence, R. I., spoke 
Monday before the Town Criers Club 
there on life insurance and its relation 
to Financial Independence Week. 


Robert Farber, 52, district manager 
John Hancock Mutual Life, Milwaukee, 
died there following an illness of almost 
a year. He had been a resident of Mil- 
waukee for 32 years. 

Funeral services were held at Los 
Angeles last week for J. M. Atkinson, 
former St. Louis attorney who was get- 
eral counsel for the International Life 
Insurance Company of St. Louis from 
1920 to 1927. He went to Los Angeles 
in 1928. 

S. W. Guthrie, Indiana, Pa., cele- 
brated his 40th anniversary with the 
Edward A. Woods Co., Pittsburgh 
Equitable Life of New York agency. 
A luncheon and reception were held if 
his honor and William M. Duff, presi 
dent and manager, and C. B. Metzger, 
superintendent, were present. Mr. Duft 
called attention to Mr. Guthrie’s te 
markable record. “We do not have the 
volume for his first year in business but 
for the 39 years of which we do have 2 
record, I find that Mr. Guthrie has 
placed insurance on a total of 2210 
lives, up to the first of this year, a0 
average of 57 per year, or better than 
one a week, and this figure does not it 
clude many lives covered under grou? 
insurance. I doubt whether there is ™ 
insurance a record | comparable to this.” 


Ted M. Simmons, manager of agel 
cies Pan-American Life, spoke to st 
dents of the department of commeret 
and finance of Loyola University, 
Orleans, on “The Business Man 20 
Civic Activities,” stressing the need for 





board, which is to supervise the sale of 





liquor in the state under the dispen- 


participation in outside activities by su 
cessful salesmen. 
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NEWS OF THE COMPANIES 








Hearings on Objections End 





Master Will Report Evidence in Peoria 
Mutual Life Case Back to 
Judge Niehaus 





The hearings before a master upon 
objections to the formation of the Peoria 
Mutual Life to take over the business 
of the defunct Peoria Life have been 
concluded and the master will report the 
evidence to Circuit Judge Niehaus in 
Peoria without any findings. 

Among those who were called at the 
fnal hearing were Mathias Concannon, 
attorney for the. receiver of the National 
Life, U. S. A.; W. M. Corcoran of New 
York, consulting actuary, who is now 
working for the Hercules Life. Their 
testimony was in rebuttal of the claim 
of J. M. Crume, who is helping to pro- 
mote the Peoria Mutual’s scheme, that 
the Peoria Mutual reinsurance contract 
is more liberal than the contract by 
which the Hercules Life took over the 
National Life, U. S. A. 

E. L. Marshall, consulting actuary of 
Lafayette, Ind., was also called. 





New British Columbia Company 


VICTORIA, B. C., March 22.—Pro- 
posals for a new company, to be called 
the British Columbia Insurance Com- 
pany, are before the British Columbia 
legislature. The promoter is J. G. Wil- 
son, formerly general manager of the 
two subsidiaries of the Western and 
British America companies in Toronto 
and more recently British Columbia 
manager of the Northern Life of Lon- 
don. It has the charter of the late 
Columbia Life. It will write all kinds 
of insurance, life, fire and casualty. 





Wilkinson Fights Herdman Suit 


LINCOLN, NEB., March 22.—Rees 
Wilkinson has asked the Nebraska 
courts to dismiss the action recently 
brought by Insurance Director Herd- 
man to take over his two companies, the 
National Old Line Life and the Indem- 
nity of America, and wind them up on 
the ground of insolvency. He says the 
facts pleaded in the petition do not 
show insolvency or constitute legal jus- 
tification for winding up their affairs. 





Await Solvency Decision 


ST. LOUIS, March 22.—The taking 
of testimony has been completed in the 
Continental Life of Missouri solvency 
trial here and Circuit Judge Ryan is ex- 
pected to take several weeks to give his 
decision. With the judge’s approval, 
President Ed Mays sent a letter to 
agents stating that a decision would be 
made by about April 10. 

The Continental Life closed its de- 
fense Tuesday. Letters and telegrams 
sent by O'Malley after filing suit in 
Which he told insurance commissioners 
of other states his principal object was 
to take control away from Ed Mays for 
alleged mismanagement were final de- 
lense exhibits. Rebuttal witnesses for 
the department will include O’Malley 
and C. G. Revelle, former vice-presi- 


we and general counsel of the com- 
any, 





Oklahoma Receivers Appointed 


OKLAHOMA CITY, March 22.— 
The district court of Oklahoma county 
has appointed S. J. Campbell and J. I. 
son coreceivers for the Great Re- 
bublic Life of Los Angeles, following a 
fecelvership suit filed by G. H. Dale, 
Beneral agent for the company in Okla- 
oma, in which the plaintiff asked judg- 
Ment in the amount of $68,638, and also 
‘testraining order to prevent the com- 
OLD femoving any of its assets from 
vi ahoma. The order had been pre- 
ously granted. All assets in the state 





of the company are now in the hands 
of the coreceivers. The majority of 
stock in the company is held by Okla- 
homa interests, according to F. E. 
Young, attorney for the plaintiff. 





Texas State Mutual Starts 


DALLAS, March 22.—The Texas 
State Mutual Life, with offices in the 
Gulf States building, is now writing 
business. It is a legal reserve company, 
featuring two policies with fixed pre- 
miums of $10.60. The policies are a 
family group non-medical policy and a 
“new deal” low cost policy. The latter 
is convertible within five years without 
any further evidence of insurability for 
the.same amount of insurance on any 
level premium life or endowment form 
in use by the company at that time, 
provided the insured has not attained 
the age of 45. 





Big Drive for Dr. Simmons 


Agencies all over the domestic terri- 
tory of the Pan-American Life show- 
ered Dr. E. G. Simmons, vice-president 
and general manager, on his birthday 
with applications totaling $596,727. Dr. 
Simmons was in San Antonio, Tex., on 
an agency visit and members of that 
agency, 25 strong, presented him with 
applications totaling almost $100,000. 
March being the anniversary month of 
the Pan-American, the entire month has 
been set aside for production in honor 
of President Crawford H. Ellis, Dr. Sim- 
mons, E. J. McGivney, vice-president 
and general counsel, and Marion Sou- 
chon, vice-president and medical direc- 
tor. 





Pay Out Five Million 
ST, LOUIS, March 22.—The General 
American Life paid out $5,363,796 to 
5,510 people under Missouri State Life 
policies from Sept. 8, when it assumed 
the business of the Missouri State, up 
to March 1. 





Six New Directors Elected 


The Gulf States Security Life has 
elected six new directors: W. C. Mc- 
Cord, secretary and actuary; Dr. Hall 
Shannon, medical director; Alex Collins, 
president Central National Bank of San 
Angelo; S. G. Gernert, president First 
Taylor National Bank, Taylor, Tex.; E. 
H. Kifer, San Antonio, and R. C. Sewell, 
Houston. 

The company has voted a cash divi- 
dend of 6 percent. 


Republic Life Election 


The Republic Life of Dallas has 
elected President E. P. Bennett chair- 
man of the board as well. Z. K. Brink- 
erhoff, formerly vice-president and sec- 
retary, becomes vice-president and J. B. 
Anderson is now secretary. C. F. 
Thomas and Mr. Anderson have been 
named directors. 


Indiana Seeks Receiver 


INDIANAPOLIS, March 22.—The 
Indiana insurance department has ap- 
plied for a receiver for the American 
Benefit Life Association of Indianapolis, 
writing health, accident and life insur- 
ance on the assessment plan. Examina- 
tion by the department showed the con- 
cern involved about $17,000. 











El Dorado License Suspended 


License of the El Dorado Mutual Life 
Association, assessment life, health and 
accident concern of Los Angeles, has 
been _ suspended by Commissioner 
Mitchell of California because of fail- 
ure to effect requested changes in its 
by-laws which would abolish the pres- 
ent practice of pro-rating proceeds of 
assessment levies among _ claimants. 
The commissioner has advised the as- 









rifters 


from first one organization and 
one job to another organization 
and another job may gain much 
experience, but they endanger 
the morale of their more re- 
liable associates and leave be- 
hind only painful memories. 


“Birds of passage” are a detri- 
ment to the institution of life 
insurance and a source of con- 
stant trouble, dissatisfaction, 
and expense. The poor work- 
man quarrels with his tools and 
the inept salesman is quick to 
blame his lack of progress upon 
his company—blind to his per- 
sonal failure as against the suc- 
cess of others connected with 
the company that he forsakes. 


Stick to your company, as you 
expect it to stick to you, for 
“the place to make good is right 
where you are!” 


AericAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS - - - - - - INDIANA 

















ESTATE REPLENISHMENT 
POLICIES 


NUSUAL completeness of policy equipment is a stan- 
dard feature of Pacific Mutual service. For instance, 
geared to the paramount need of the moment—the 
need for immediate estate replenishment—are no less 
than four distinctive Pacific Mutual policies: 


Modified Life 
Term Expectancy 14.95 ( " 
Life Expectancy 18.64 ( " . inter gy 
Ordinary Life 20.06 ( " ? She vaca 


$11.87 (Per $1,000, age 35) 


ed crane J 


All are low guaranteed rate plans, non-participating, net 
cost known from the outset. All are sound, scientifically 
designed life insurance contracts, and each is adapted 
to a specific range of prospect types. 


Th 


Founded 1868 


acitic Mutual Lite 


Insurance Company Traurax 


GEORGE 1.COCHRAN., presioent 
Home Office 
Los Angeles, California 


Assets 
Over $198,000,000 





















































16 


THE NATIONAL UNDERWRITER 





March 23, 19% 


—= 








sociation to cease writing business in 
California. 

The El Dorado is one one of the so- 
called “Duker institutions,” the others 
being Sunset Mutual Life, Master Life, 
Pershing Mutual Life, Economic Mu- 
tual Life, Notre Dame Mutual Life, and 
Southern States Life. Harry J. Duker 
runs all of these concerns. 


New House Organ Editor 


“The Midwest Life Parade,’ house 
organ of the Midwest Life, is now be- 
ing edited by R. P. Stephens, formerly 
with the Nebraska State Journal. Mr. 
Stephens began as an agent six months 
ago and has 14 weeks of consecutive 
production to his credit. He will han- 


dle publicity and direct mail and sales ‘U 


promotion activities. 


General American Changes 


M. B. Stephenson, former manager of 
the policyholders’ division of the Gen- 
eral American Life, has been transferred 
to the agency department where he will 
work under direction of Anthony Gat- 
zert, assistant secretary. His new du- 
ties include prospecting for new agents, 
training and supervising new agents 
after they are in training. In this con- 
nection he will work in close contact 
with the general agents, agency super- 
visors, and the home office agency de- 
partment. 

Robert Gay, recently in charge of 
conservation work in Kansas City, has 
been called to the home office to suc- 
ceed Mr. Stephenson. Mr. Gay became 
associated with the old Missouri State 
Life in July, 1929, as a student agency 
special. He continued this work in 
St. Louis and New Orleans, until his 
transfer to Kansas City as assistant 
cashier. 

Mr. Stephenson was in the field from 
1927 to 1930, when he returned to the 
home office. He was assistant cashier 
of the Detroit office and later cashier at 
New Orleans; cashier and office man- 
ager of the Dallas general agency, and 
cashier of the Fort Worth office. He 
went to the home office in 1930. 


Occidental Life Appointments 

R. F. Benjamin has been appointed 
supervisor of the group and salary de- 
duction department of the Occidental 
Life of Los Angeles. He is a grad- 
uate of the University of Oregon and 
University of California law school and 
was admitted to the bar. He formerly 
was with the California-Western States 
Life as assistant manager in the San 
Francisco and Oregon agencies, and be- 
fore the merger of these companies was 
in the group department of the West- 
ern States Life at the home office. 

H. C. Newman, who has been with 
the Occidental Life for ten years, has 
been advanced from office manager in 
the home office to agency inspector. He 
is succeeded as office manager by I. A. 
Pedreira, who was formerly with the 
Bank of America. 


Life Company Notes 


The Harvester Life of Dallas has 
elected R. W. Mayo, Dallas attorney, a 
director. 

Ed Galloway, president-manager of Ed 
ene orege 3 rene gs Oklahoma 

» is a new director of the Mid- - 
tinent Life. seers 

The Rio Grande National of Dallas has 
elected W. M. Neece vice-president and 
a director. 

The Pacific Mutual Life has elected 
George Gund of Cleveland a director. For 
many years Mr. Gund was prominent in 
food industries and developed Kaffee 
Hag. 

Three new directors were elected by 
the Fidelity Union Life of Dallas at the 
annual meeting: Pondrom, Texar- 
kana; H. H. Ochs, San Antonio; C. V. 
Compton, Dallas. 


Blanks Committee to Meet 


W. A. Robinson, actuary of the Ohio 
department and chairman of the com- 
mittee on blanks of the National Con- 
vention of Insurance Commissioners, 
has called a meeting of his committee 
at the Commodore Hotel, New York, 
April 30-May 2. 











LIFE AGENCY CHANGES 





Blaess Changes Connection 


Successful Michigan General Agent of 
National Life of U. S. A. Goes With 
Continental Assurance 


M. A. Blaess has been appointed gen- 

eral agent of the Continental Assurance 
in charge of southeastern Michigan ter- 
ritory with headquarters at Ann Arbor. 
He was formerly one of the leading 
general agents of the National Life of 
. S. A. in Ann Arbor. 
Mr. Blaess has 20 years’ life insurance 
experience. He started as a part time 
agent for the Connecticut Mutual. Prior 
to going into life insurance on a full 
time basis, he conducted a successful 
real estate business in southeastern 
Michigan. He was appointed general 
agent for the Michigan Mutual in 1926 
and continued in that capacity when the 
company was purchased by the National 
Life of U. S. A. in 1927. Mr. Blaess 
also has been a large producer of per- 
sonal business. 


D. J. Luick, J. F. Kauffman 


David J. Luick has been named man- 
ager of the branch office of the Con- 
necticut General Life in Minneapolis. 
This succeeds the general agency of 
Packer & Kauffman, with J. F. Kauff- 
man remaining as general agent. 


R. H. Smith 


R. H. Smith, formerly San Antonio 
agency manager for the Life of Virginia, 
has resigned to become. San Antonio 
manager of the Great American Life. 


Johnson Ashby 


Johnson Ashby, recently manager of 
the life department of G. C. Eichlitz 
& Co., has resigned to become district 
manager in San Antonio, Tex., for the 
Southern Old Line Life of Dallas. He 
has offices at 416 Aztec building. 


O. L. Morse, Malcolm Wood 


The Capitol Life of Denver has ap- 
pointed O. L. Morse, Lincoln, Neb., 
general agent. He was formerly with 
the Travelers. Malcolm Wood, Den- 
ver, formerly connected with the New 
England Mutual, has been named super- 
visor with the Colorado agency. 


E. F. Peterson 


E. F. Peterson, formerly with the 
Aetna Life, has been made general 
agent of the Pacific Mutual Life at 
Portland, Ore. 


Midland Life Appointments 


The Midland Life of Kansas City has 
appointed Huckabee _ general 
agent at Waxahachie, Tex.; Mr. and 
Mrs. John A. Preston general agents 
at Houston, and M. G. Olson joint gen- 
one agent with C. L. Mansell of Waco, 

ex. 


L. W. Norton 


L. W. Norton, general agent of the 
Northwestern Mutual Life at Durham, 
N. C., will on April 1 take over territory 
in the western section of that state 
which has been under the general agency 
of T. N. Clark in Asheville, since April 
1, 1929. Mr. Clark has represented the 
Northwestern Mutual nearly 13 years 
and has always been a consistent pro- 
ducer. He will devote his time to per- 
sonal production. 


T. E. Bullington 


T. E. Bullington, who has been con- 
nected with the Mitchell, Gartner & 
Walton general agency of Fort Worth, 
Tex, since 1923, has been promoted to 
manager of the life department. He suc- 
ceeds E. F. White, who resigned re- 
cently to become general agent of the 





Connecticut Mutual Life in Dallas. The 
life department, organized in 1931, rep- 
resents the Columbus Mutual Life of 
Columbus, O., and Continental Assur- 
ance of Chicago. 


J. W. Camp 


J. W. Camp, formerly of Fort Stock- 
ton, Tex., has been named Fort Worth 
district manager of the Great American 
Life of San Antonio. Offices are in the 
Sinclair building. Ten north Texas 
counties are included in this district. 


R. E. Thompson 


R. E. Thompson of Denver has been 
appointed general agent for the ordinary 
department of the American National of 
Galveston. He was for many years state 
manager of the Yeomen at Des Moines 
and made an outstanding record. He 
was also with the American Conserva- 
tion Company of Chicago for four years. 


Hall & Temple 


H. E. VandeWalker, Michigan state 
agent of the Ohio State Life, has ap- 
pointed G. G. Hall and H. S. Temple 
general agents in Detroit. The agency 
will be known as Hall & Temple and 
has quarters in the Majestic building. 


E. L. Kirksey 


The Provident Life & Accident has 
opened an office at Charlotte, N. C., 
under E. L. Kirksey. The agency will 
increase the company’s service to the 
textile mills. 


Hib Fischer 


Hib Fischer has been appointed gen- 
eral agent by the Occidental Life in 


Yakima, Wash. He has been agg 
ciated with his father, F. H. Fische, 
former general agent at Yakima, fo 
two years and has a successful recor 
in personal production, having qualifie 
as a member of the app-a-week cly} 
for more than 100 weeks. 


J. M. Laflin, R. A. Wing 


John M. Laflin, who has been gen. 
eral agent at Portland, Me., for th 
Penn Mutual Life, has been transferre 
to Omaha as general agent. He is sy. 
ceeded in Portland by Roscoe A. Wing 
who has been associated with Mr. Lafly 
for two years. 

Mr. Wing started selling life insy. 
ance in 1928 in Pittsfield, Mass. 


Cc. R. Logan 


The Midwest Life of Nebraska ha 
appointed C. R. Logan state manager 
for Nebraska, with headquarters at Lin. 
coln. 


W. W. Austin 


W. W. Austin has been appointed 
general agent at San Diego, Cal. by 
the United Mutual Life. He was for. 
merly mayor of San Diego. He su 
ceeds G. H. Payne, resigned. 





Life Agency Notes 








The Penn Mutual Life has appointed F, 
W. MeLean, former manager for the 
American Life, district agent in Ypsi- 
lanti, Mich. 

C. A. Hansen, Fargo, N. D., has been 
named to represent the Mutual Benefit 
Health & Accident and United Benefit 
Life of Omaha. 

Ralph E. Cather, cashier for the State 
Mutual office in Providence, goes t 
Philadelphia the latter part of this month 
to become cashier for the State Mutual 
agency of Walter Craig. 








As SEEN FROM CHICAGO 





CHICAGO FEDERATION’S DEAL 


J. C. McMahon, Chicago representa- 
tive of the Union Cooperative of Wash- 
ington, D. C., has closed a deal whereby 
local unions affiliated with the Chicago 
Federation of Labor can now get group 
insurance in that company. The insur- 
ance is issued in terms of units. Units 
are determined by the age of the ap- 
plicant. From ages 5 to 15 inclusive 
the maximum issued is one unit. From 
16 to 55 inclusive, the maximum is three 
units. For applicants between ages 5 
and 34, the unit is $1,000; between 35 
and 39, $900; between 40 and 45, $800; 
between 46 and 50, $600; between 51 
and 55, $400. The annual premium per 
unit is $8.55. Each person insured will 
pay a service fee of $1 a year to the 
Chicago Federation of Labor in addi- 
tion to the regular premium. The Union 
Cooperative has $2,277,617 assets, $200,- 
000 capital, $520,075 surplus and spe- 
cial funds. Its insurance in force is 
$58,704,843. 

* *k * 
FEDERAL RECEIVERSHIP HEARING 


The house judiciary committee, which 
is in Chicago, investigating federal court 
receiverships, got around to the insur- 
ance company cases the latter part of 
this week. The receiverships of the Illi- 
nois Life, Victory Life and Security Life 
are being investigated. Among the wit- 
nesses is Commissioner Clark of Iowa, 
who was eumpoenaed. ” 


ANNUAL DRIVE FOR PRESIDENT 


The annual “par-for-Parkinson” cam- 
paign of the central department of the 
Equitable of New York will be held in 
April. President T. I. Parkinson is 
scheduled to attend a luncheon and din- 
ner May 14 in Chicago to address lead- 
ing unit managers and agents in the con- 
test. All Chicago agents who produce 
not less than five applications will be 
invited to the luncheon at which Chi- 





cago managers will be hosts. In the 
evening will be held a more exclusive 
dinner at which, besides President Park 
inson, will attend only the leading unt 
managers and agents in the central de 
partment and the best unit manager and 
agent for the entire department. 

Agents who write at least five appl 
cations will be presented a special toket 
commemorating the campaign and div 
mond jubilee of the Equitable. The cer 
tral department stands 11 percent ahead 
in production for January and February. 
Chicago agencies are 4 percent ahead. 

ie one 
AGENCIES GO ON FIVE-DAY BASIS 


Chicago general agencies of the Pen 
Mutual announce compliance with tht 
new plans of General Johnson for th 
NRA. Effective March 24, W. A. Aler 
ander & Co., Alexander E. Pattersoi 
and Stumes & Loeb will be closed 
Saturdays except for a skeleton fort 
which will handle premiums and git 
general service. This reduces workilf 
hours of the force to 36 hours a week il 
accordance with General Johnson’s sug: 
gestion. It is the belief that support 
this plan will increase efficiency of | ¢ 
sales force, as well as office organizatio. 


Two Companies Join Hands 

The Buffalo Mutual Life has made# 
cooperative agreement with the Linco! 
Mutual Indemnity of Mansfield, % 
whose agents, numbering over 200 ” 
Ohio, now write life insurance in ! 
Buffalo Mutual in addition to their 1 
ular line. 


Hill in Pittsburgh 
Grant L. Hill, director of agencies 
Northwestern Mutual Life, was 
principal speaker at the dinner follow 
ing the agency meeting of the Roy! 
Goldsbury general agency of the om 
pany in Pittsburgh. 
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Keesling Speaks in Seattle 


American Life Convention President 
Tells Sales Congress Integrity Is 
Primary. Characteristic 


Sales efficiency comes through ability, 
industry and integrity, F. V. Keesling of 
San Francisco, president American Life 
Convention, stated in his talk on “And 
the Greatest of These Is Integrity” at 
the Seattle sales congress this week. He 
said the most important quality is in- 
tegrity. . E , 

“If an applicant is deliberately over- 
insured there has been lack of integ- 
rity,” he said. “If an applicant is per- 
suaded to apply for insurance and urged 
to pay by note when it is evident that 
there is little or no prospect that he can 
pay the obligation at maturity, there is 
lack of integrity. 

“Overemphasizing the benefits, em- 
phasizing and misdirecting the purpose 
of loan values, are only productive of 
conflict with the ultimate purpose of 
insurance. Twisting -is viewed with 
alarm. If one is inherently disposed to 
that type of effort, I may classify him 
as lacking in integrity. Trading on 
abuse of other companies has been 
classified as indicating a lack of ability. 
It is also clearly a lack of integrity. 

“What is the test of the soundness of 
this doctrine of integrity? It is merely 
this, survivorship. Who remain of the 
immense turnover in agency depart- 
ments? Certainly those who have been 
tested for integrity and not found want- 
ing. Integrity is a simple fundamental 


It is manifested in continuity and con- 
fidence. 

“The requirement on the part of the 
agent is integrity of the type that will 
protect against temptation even in the 
face of loss of the business.” 


* *K * 


Sales Meeting Held at Toledo 


Northwestern Ohio Agents Gather to 
Hear Leaders at Annual Congress 
—500 Attend 


TOLEDO, O., March 22.—Optimism 
was the keynote of the Northwestern 
Ohio Sales Congress in Toledo. It was 
reflected in attendance—nearly 500 were 
Present—in the talks of the speakers, 
and in the attitude of the salesmen them- 
selves. It was a unanimous agreement 
that the trend is upward. Records were 
cited to show that there is a general in- 
tease in sales and a decrease in the de- 
mands for policy loans. 

Speaking at the morning session were: 

L. Egbert, Kewanee, IIl., district 
agent for the Northwestern Mutual Life; 

.E. Smith, agency secretary Equitable 
ife of Iowa; and George E. Lackey, 
Detroit, general agent Massachusetts 
Mutual Life. 
a Egbert in discussing “My Selling 
tocess” gave a detailed analysis of sea- 
sonal effects on life insurance sales. Mr. 
mith said that 82 percent of individuals 
tie and leave no estate, 15 percent leav- 
ng between $2,000 and $10,000 and only 
, eregnt leave larger estates. Unques- 
Pm: advantages of insurance over 
Pw: forms of investment were empha- 
wed by Mr. Lackey. 
blige trial dramatization of time 
mr vol, The People vs. John Doe,” was 
Life on by Toledo Connecticut Mutual 
AT Ch Isaac Kinsey, Jr., L. D. Moon, 
whe ase, Jules Blair and Milton Sher- 

» eneral agent. 
mee at the afternoon session 
New E M. See, St. Louis, general agent 
Burrus ngland Mutual Life, and W. B. 
The “3 lecturer. Mr. See outlined 
Salen st Commandments for Closing a 
;_ 41e demonstrated the art of ask- 


Attitude on Term Insurance 


Champaign County Life Underwriters 
Adopted Definite Code of Ethics 
Eight Years Ago 


The Champaign County, (Ill.) Asso- 
ciation of Life Underwriters on its or- 
ganization some seven or eight years 
ago defined terms and practices. It dealt 
with term insurance. At the time its 
provision was adopted the agitation over 
twisting was not as keen as it is now. 
The following paragraphs comprise 
those subjects upon which this asso- 
ciation had taken a definite position. 

“Convertible Term Insurance—As free- 
for-ali competition. It was admitted by 
those members of the association pres- 
ent that in writing convertible term in- 
surance, it is the duty of the agent to 
keep in touch with those policyholders 
with a view to rendering the service due 
them in effecting a proper conversion, 
and 

“That the conversion of all term poli- 
cies in the company in which they are 
written is admittedly to the advantage 
of that company, and 

“That an agent rewriting a term policy 
which would effect its conversion at the 
insured‘s attained age is not injuring the 
insured, and 

“That an agent rewriting a term policy 
which would otherwise effect its conver- 
sion from the original age at issue, is the 
only instance wherein any real disadvan- 
tage may accrue to the insured, but as 
the number of such cases is very limited, 

“Resolved, that in any such case it 
shall be the duty of the agent in the 
transaction te point out clearly the dis- 
advantage to the insured before effect- 
ing.the change, and 

“Be it also resolved, that any agent 
who fails to keep in touch with his con- 
vertible term policyholders is neglecting 
his duty, and that 

“Be it further resolved, that any agent 
of another company who increased such 
policyholder’s life insurance, or rewrites 
at attained age, such convertible term 
insurance shall not be deemed guilty ofa 
misdemeanor, and 

“Be it resolved in conclusion, that ‘with 
the exception noted above, it is the de- 
sire of the members of this association 
that convertible term insurance be con- 
sidered as free-for-all competition.” 


A. E. Patterson, second vice-president 
National association, and past president 
Chicago association and general agent 
Penn Mutual, Chicago, spoke at the 
March meeting on “Mediocrity.” 


* * * 
President Wilson Promotes 
Much Activity in Illinois 


President J. Hawley Wilson and other 
officers of the Illinois Association of 
Life Underwriters have succeeded in 
causing the organization so far this year 
of three local associations in the state. 
The Illinois leaders hope to organize a 
fourth association in Aurora within a 
few weeks. 

The first local association to be organ- 
ized was in Rockford. The second was 
in Rock Island and Moline where the 
Rock Island County Underwriters Asso- 
ciation was formed, with T. H. Ellis, 
Equitable Life of New York, as presi- 
dent; K. J. Nielsen, Moline, first vice- 
president; Bernard Bonino, Rock Island, 
second vice-president; C. E. McIntyre, 
Moline, secretary. 

Last week Mr. Wilson, together with 
Charles Axelson, first vice-president; 
Elmer Hersch, second vice-president, 
and Walt Tower, manager Chicago asso- 
ciation, met with 78 agents in Joliet and 
assisted in organizing an association 
there. T. A. Lauer was elected presi- 
dent. A constitution and by-laws were 
adopted at a meeting Thursday noon of 
this week at which Lynn Broaddus of 
the Acacia Mutual in Chicago was the 
guest speaker. 

William La Teer, president of the 





"8 leading questions. 


Peoria association, and Mr. Wilson ad- 





dressed the Jacksonville association this 

week and they will address the Quincy 

association next week. 
* * * 

Michigan—The advisory board and ex- 
ecutive committee will meet in Detroit 
April 13. A general meeting will be held 
in Detroit in May. 

* * * 

Joliet, I1l—A new association has been 
organized, Thomas Lauer, Northwest- 
ern Mutual, being elected president. J. 
H. Wilson of Peoria, president Illinois 
association; C. F. Axelson, Chicago, past 
president Chicago association, and Walt 
Tower, managing director of that or- 
ganization, attended the first meeting. 
A second meeting was held March 21. 

L. S. Broaddus, Acacia Mutual mana- 
ger, Chicago, gave a talk. Other officers 
and executive committee are to be 
elected. 



















* * x 
Los Angeles—The Los Angeles asso- 
ciation held a joint breakfast meeting 
with the Los Angeles Breakfast club, 
the principal speaker being Dr. F. P. 
Woellner, professor of education, Uni- 
versity of California at Los Angeles, who 
talked on “The Story of the Extra Slice.” 
He discussed the service rendered by life 
insurance. - Hammond, general 
agent Aetna Life, president of the asso- 
ciation, also spoke. 
* * 
Neenah, Wis.— Life underwriters of 
Neenah and Menasha have organized the 
Twin Cities association, with E. L. 





Rickard of Lampert-Rickard, president; 
Claude Mayer, Kansas City Life, vice- 
president, and Carroll McEathron, Equi- 
table, secretary. N. J. Williams, supreme 
vice-president of the Equitable Reserve 
Association, was named honorary presi- 
dent. 
* * * 

Columbus, 0.—E. M. Tharp, vice-presi- 
dent Ohio Fuel Gas Company, said that 
it is much easier to make money than 
it is to save it, and that the systematic, 
methodical plan of life insurance sav- 
ings and investment is much more satis- 
factory than the chance that the aver- 
age man takes in buying stocks or com- 
modities. 

* * * 

Erie, Pa.—About 350 agents attended 
a sales conference sponsored by the Erie 
association. The Kramer agency of the 
Ohio National had the largest represen- 
tation of any general agency at the 
meeting. The agency held a luncheon at 
noon between the sessions of the con- 
gress. C. Vivian Anderson, president 
National association, W. Harrison, 
Ohio National actuary, and Ray Hodges, 
manager Ohio National Cincinnati 
agency, spoke at the luncheon. 

es ts 

Saginaw, Mich.—W. H. McLaren, De- 
troit, urged the opportunities for sale of 
annuities as pension insurance, citing it 
as a happy solution for both employer 
and employe of the problem of old age 
security. He said that by sharing the 
cost, the burden on the employer is re- 





“The Character Company’ 


Age: The Midland Mutual Life is older than 80% of all 
United States legal reserve life insurance companies. 


Size: The Midland Mutual Life has more assets and more 
ordinary insurance in force than any one of 84% of 


United States companies. 


Management: The Midland Mutual Life's economical man- 
agement has resulted in the payment of more divi- 
dends to policyholders than the total of all death 


claims. 


Rating: The Midland Mutual Life is rated ''A'’ (Excellent), 
the highest rating possible, by The Alfred M. Best 
Company and all other recognized authorities. 

Service: The Midland Mutual Life issues all forms of life, 
endowment, annuity and single payment investment 


contracts with monthly income optional. 
Free health examination fur- 


day to age sixty-five. 
nished life policyholders. 


Age one 







Surplus: The Midland Mutual Life has, since December 
31, 1929, increased its surplus over one-third and now 
shows a surplus ratio to reserves nearly one-third 
higher than the average ratio of the twenty-five larg- 
est United States companies. 
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NET INCREASE 
Insurance in Force 
one of few companies to show 
an increase $2,363,000.00 


TOTAL in FORCE 
$115,048,145.00 


$1.20 of ASSETS for every $1.00 
of Liabilities 


PAID POLICYHOLDERS 
Living—$1,093,672.00 
Beneficiaries—$583,875.00 
TOTAL—$1,677,547.00 


Almost twice as much paid liv- 
ing policyholders as in claims 


INTEREST EARNED 
(Almost 5% average) 
$696,014.00 
More by $112,139.00 than amount 
necessary to pay all death claims 


SURPLUS TO POLICYHOLDERS 
more than ample to care for 
all contingencies 
$2,443,791.00 


TOTAL ASSETS : 
largest in company’s history 
$14,860,977.00 


FARM MORTGAGES 
less than 1% of assets 


REAL ESTATE 
less than 8% of assets 


GOVERNMENT and Municipal 
Investments Increased $234,294.00 


NO MONEY BORROWED 
Reserves were increased and all 
claims and obligations paid 
without borrowing. 


In last report the Insurance Departments 
of Kentucky, Florida and Tennessee state: 
“_company is in excellent financial con- 
dition—has grown  consistently—manage- 
ment practically unchanged since organ- 
ization—its affairs are well and honestly 
managed — policyholders have complete 
protection.” 


The Commonwealth Life, rated “A” by 
Alfred M. Best Co., is “tried and true.” 
We will gladly send you a copy of our 
complete financial statement. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE; KY- 

















duced while the employe is definitely 
assured, that he will not be dependent 
upon the employer’s future financial con- 
dition for his promised pension. 

* * * 

Paducah, Ky.—The Paducah associa- 
tion has voted to affiliate with the Na- 
tional association. J. H. Snider, super- 
intendent of agencies Commonwealth 
Life, and W. E. Dunham, agency super- 
visor Northwestern Mutual Life, were 
speakers. 

A committee was appointed to draw 
up a resolution requesting Governor 
Laffoon to retain G. B. Senff as insur- 
ance commissioner. 

* * * 


Birmingham—The sales congress of the 
Birmingham association will be called to 
order next Saturday morning by Presi- 
dent T. J. Huey. The first formal speaker 
will be Frank M. See, general agent New 
England Mutual Life, St. Louis. He will 
be followed by Dr. L. M. White, pastor 
West End Baptist Church of Birming- 
ham, who will talk on “The Strategy of 
Handling People.” 

J. E. Acuff, vice-president Life & Cas- 
ualty of Tennessee, will discuss “Apprais- 
ing the Industrial Underwriter.” 

A feature of the afternoon session will 
be the awarding of a prize to the owner 
of the oldest life insurance policy in 
force in Jefferson county. The afternoon 
speakers include V. T. Motschenbacher, 
manager Sun Life at New Orleans; Mr. 
See and Dewey R. Mason, general agent 
Aetna Life at Jacksonville, Fla. 

ak ‘ak ak 

Montgomery, Ala.—G. D. Davis of the 
research department of the Penn Mutual 
Life discussed the attitude of life com- 
panies in extending more help to the 
men in the field. Superintendent C. C. 
Greer presented a financial independence 
week proclamation signed by Gov. B. M. 
Miller. At the suggestion of Mr. Greer, 
the association unanimously endorsed 
the Patton bill pending in Congress re- 
quiring insurance companies doing busi- 
ness by mail to designate an agent in 
each state in which the company oper- 
ates. Mr. Greer declared the bill was a 
step forward. 





* * * 


Milwaukee—The banker and the life 
underwriter are natural business asso- 
ciates and honesty and frankness be- 
tween them, combined with a sympa- 
thetic understanding of one another’s 
problem, will make them mutually help- 
ful, in the opinion of Edmund Fitzger- 
ald, vice-president Northwestern Mutual 
Life, who spoke at the March meeting 
of the Milwaukee Association of Life 
Underwriters. Mr. Fitzgerald was for- 
merly a vice-president of the First Wis- 
consin National Bank of Milwaukee. 
“After a brief experience in the life 
insurance business, I have come to a new 
understanding as to the responsibility of 
an underwriter, and as to his idea of his 
mission,” said Mr. Fitzgerald. “Had I 
but known the character and type of 
work which one witnesses in the insur- 
ance business, I.-would have started long 
before I did to make it a life’s work. 
Manufacturing and banking do not hold 
the same opportunity for the satisfaction 
of one’s desires and ideals as does the 
insurance business.” 


* * * 


Sioux City, Ia.—An all-day meeting of 
life agents will be held March 24, at 
which Dr. W. A. Irwin, head of the 
economics department, Washburn col- 
lege, Topeka, Kan., and H. J. Cummings, 
vice-president and superintendent of 
agents Minnesota Mutual Life, will 
speak. 

* * x 


Des Moines—At the sales congress to 
be held here March 23 there will be 
addresses by H. A. Hedges, general agent 
Equitable of Iowa in Kansas City, on 
“Piddlers, Peddlers and Salesmen’”’; Prof. 
W. A. Irwin, Washburn College, Topeka, 
Kans., “New Economics for Old” and “An 
Economist Looks at Life Insurance,” and 
H. J. Cummings, vice-president and su- 
perintendent of agencies, Minnesota Mu- 
tual Life, “Three in One.” Several agents 
will speak on “How I Secured Business 
in 1933.” Greetings from the Iowa in- 
surance department will be extended by 
Assistant Commissioner Cless. 


* * * 


San Francisco—More than 100 regis- 
tered for the ten weeks training eourse 
in practical life underwriting sponsored 
by the San Francisco association which 
opened March 15. Speakers at the open- 
ing session included Harold Rose, West 
Coast Life; J. O. Klein, C. L. U., manager 
Metropolitan at Burlingame, and G. F. 








McKenna, unit manager Penn Mutual. 
The students were welcomed by P. G. 
Young, president of the association. 
Do not endeavor to sell life insurance 
as a policy or as a mathematical equa- 
tion, R. B. Coolidge, agency assistant 
Aetna Life, told members of the asso- 
ciation, at a luncheon meeting. The real 
problem is to build a sales presentation 
that tosses the problem into the lap of 
the prospect and forces him to reach 
for the solution, Mr. Coolidge said. He 
urged selling of retirement insurance as 
the only solution of the old age problem. 
Mr. Coolidge is accompanying President 
Brainerd of the Aetna Life and S. T. 








Whatley, agency vice-president, on , 
tour of principal agencies in this terry. 
tory. Mr. Whatley spoke briefly 9 
benefits to be derived from proper 9p. 
servance of financial independence wee, 
He sees it as “the entering wedge 
institutional advertising.” 


* * * 


Syracuse, N. Y¥.—Roger B. Hull, ge. 
eral counsel National association, aig 
insurance is the cornerstone of Amer. 
ica’s financial structure. He warng 
against experiments which will jeopay. 
dize the investment which citizens hay 
in this form of saving. 
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Lutheran Brotherhood Forms 


Bring Out Series of 3 Percent Certifi- 
cates Due to Prospect of 
Lower Yield 








The Lutheran Brotherhood of Minne- 
apolis has brought out a new series of 
3 percent certificate forms, the thought 
being that future interest returns may 
be uncertain. The forms are written on 
the American Experience 3 _ percent 
table. It is stated that this action does 
not necessarily mean that the society is 
withdrawing its 4 percent plans, but it 
will issue both. 

The new forms are 20 payment, whole 
life, whole life economic and retirement 
20 years or at age 60 or age 65. The 
20-payment plan is ordinary life matur- 
ing in 20 years with the provision that 
in event of death during the 20 ‘year 
period all money paid in over and above 
the ordinary life premium shall be re- 
funded to beneficiary. It is written ages 
6-60. Annual rate at age 20 is $29.28, 
cash value is $7.26 the first year with 
dividends beginning end of second year, 


Amount of Protection Increases 


Amount of protection the first year is 
$1,007, increasing until it reaches $1,273 
in the 20th year. At maturity the as- 
sured has the privilege of taking $273 
cash and a $1,000 policy with annual 
premium $19.21 without medical exami- 
nation. The form may be converted to 
ordinary life at any time. 

The whole life policy may be issued 
to women and children, ages 6-65, inclu- 
sive, and waiver of premium may be is- 
sued to men and self-supporting single 
women, ages 16-55. 

The whole life economic is a combi- 
nation of five-year term, followed by net 
level premium whole life. The assured 
has the right at any time to change to 
whole life or any other form on 3 per- 
cent basis without medical examination 
as of original age by paying difference in 
reserves and premium for the new pol- 
icy thereafter. Cash values are avail- 
able the sixth year and thereafter. Divi- 
dends start the second year. The new 
form will be issued to men with or 
without waiver of premium and addi- 
tional indemnity, ages 16-55 inclusive. 


Provisions of Retirement Policies 


The three retirement contracts in 
event of death will refund to beneficiary 
all premiums paid over and above the 
regular ordinary life premium. There 
are four settlement options, one provid- 
ing for withdrawal of a cash sum and 
privilege of continuing premium pay- 
ments on a $1,000 whole life policy as 
of date of issue; another option giving 
the assured the privilege of taking paid- 
up insurance for the full cash value 
without medical examination except on 
the retirement 20 year, on which exam- 
ination is required where age of issue 
is 32 or under. 

The policy at any time may be con- 
verted to whole life with a cash return 
of excess of premiums paid over whole 
life and interest, and without medical 
examination. Dividends are payable be- 
ginning second policy year. These con- 
tracts are issued to men, women and 
children from six years up. Waiver of 
Premium will be issued to men and 
self-supporting sirigle ‘women, ages 16- 








——— 


55, and the additional indemnity featyr 
for the same ages. 

The Lutheran Brotherhood will pay 
dividends on the 3 percent forms anj 
has taken a portion of the loading fo 
expense, whereas dividends heretofore 
were based only on savings on mortal. 
ity and excess earnings. The new 
plans although figured on 3 percent ip. 
terest yield, according to the present 
scale will pay 2 percent excess interest 
instead of 1 percent as has been paid on 
the 4 percent plans. 


Certificate Forms Modernized 


Modern Woodmen Meets Present Day 
Demands With Thoroughly Up-to- 


Date Contracts 








The new certificate forms of the Mot- 
ern Woodmen were brought out as the 
result of a demand for more moder 
contracts and to place the fraternal in 
key with the times. 

Form G is a special guaranteed set- 
tlement at age 60 and increasing death 
benefits after first year up to maturity. 
It is issued in amounts $500 to $25,000 
to both men and women ages 16-50, 
Guaranteed settlement per $1,000 at mz 
turity is $1,000 cash or $445 cash and 
$1,000 paid up insurance, or $1,750 paid 
up insurance, if insurable. This selec 
tion must be made 30 days before age 
60; otherwise the $1,000 paid up cer- 
tificate and $445 cash option will be 
automatic. Nonforfeiture values in auto 
matic payment loans apply after three 
years. Cash benefits may be payable in 
monthly or annual instalments from one 
to 30 years certain with refund to bene 
ficiary of any unpaid instalments for the 
certain period, or cash _ benefits: in 
monthly instalments guaranteed for five, 
ten, 15 or 20 years certain and for life. 


Details of Other Forms 


Form J is a special 20 years payment 
guaranteed settlement at age 60, ag 
limits being 16-40. This contract mi 
tures at age 60 similar to Form G, with 
increasing death benefits. Paid up, i 
surance and extended insurance optiots 
differ somewhat from those in Form 6. 

Form H is a special guaranteed settle 
ment at age 65. Options at age 65 aft 
$1,000 cash, or $375 cash and $1,000 paid 
up insurance, or $1,570 paid up_ insult 
ance, if insurable. Options similar t 
those in Form G are included. 

Form K is similar to Form H excep! 
it becomes paid up after 20 years. Age 
limits are 16-45. Nonforfeiture values 
differ in amounts from those in Form 5. 

Form I is a special guaranty settle 
ment at age 70, age limits being 16-60. 
Settlement options at 70 are, $1,000 cash, 
or $305 cash and $1,000 paid up insur 
ance, or $1,420 paid up insurance, 1 I 
surable. Increasing death benefits pr 
vided are different in amounts from 
those in Form G. Nonforfeiture °? 
tions apply after three years an % 


same settlement options as in Form 
but differing in amounts. " 
Form L is similar to Form I, but 0 


comes paid up after 20 years. Age lim 
its are 16-50. ‘ “| 

Form M is a business mens sng 
age limits 15-55., It-carries $1,000 death 
benefits after age 60, $2,000 death cr 
fits before age 60 or $3,000 accidents 
death benefits before age 60 and 1s * 
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© IRE oF celal Passes The Lincoln National Life 
Waiver of benefit payments and dues for Slated for Honor 
yper total and permanent disability before age 
ce “a g0 is a feature, payments so waived not 
edge gfe being deducted from benefits paid. 
Death benefits are reduced in amount 
after age 60 and corresponding reduc- 
‘on is made in rate after that age. 
11, gee “Form W is a standard whole life ma- Insurance Company of Fort 
on, said tyring at age 85, age limits being 16-60 
Amer. and amounts issued from $500 to $25,- 
Jeattet HS 990. Face amounts will be paid to mem- 
es Ee ber in cash at age 85, or he may take 
“WE one of the enh, neon. Cash 
benefits also are available at age 60 or e ~ - - 
meme B fiereafter. There are nonforfeiture, Wayne, Indiana. provides its field 
paid up and extended insurance values. 
All these contracts are continuous 
payments. Under any of the contracts 
——_ & which mature as death claims, benefici- 
featur Me 21 MAY unless sacar scigntt Riper directed 
" , as : 
otherwise, leave policies with the society 
nun CESS SP ares, Sent ox ees men with a complete DIRECT 
Vil pay HM instalments certain from one to 30 
ms and years, or instalments certain for five, 
ling for 10, 15 or 20 years and thereafter during 
retofore lifetime of beneficiary. 
bape Offer New Service Certificates 
cent in Form SS is a sanitorium service cer- Mi A e e 
present M tificate issued to applicants past age 16 IL plan. It is timely = 
interest HM at 50 cents a month, entitling holder to 
paid on all rights as a social member and in 
addition to admission as a free patient 
in the Modern Woodmen’s sanitorium. 
rized There are no death benefits. t ii il gh 
Form SSS is a sanitorium service an ° » o 2 e 
nt Day saving pipiens ag oe to pores Peter F. Gilroy, head consul of the it a% flexible we DF gets results. The 
i 16-60, entitling holder to all rights ¢ * 
p-to- ps ate Bo i ee including ae Woodmen of the World of Denver, will 
a : likely be elected vice-president of the 
torium ppp ee ee camP | National Fraternal Congress at its an- 
dues and per capita are $1 a month, ages : f s 
11-50; $1.25 ages 51-55; $1.50 ages 56-| Dual a ~ aw Fron. — 
1e — 60. All but 50 cents retained od local ph Ry yy em Gu, aoumuien | e FREE t li vi d ya id 
t as the i camp is remitted to the head office, ac- oa > 
modern iietine for 15 years, when it be- that position for al years, when he be- Pp an is 0 qua uine ze 
ernal inf comes paid up. At member’s death | Came head of his organization and went 
beneficiary is paid a sum totaling all | t© Denver. Representatives and mem- 
eed set monthly payments made by the member. | bers of the Woodmen of the World are 
g death Forms A, B, C, D and term certifi- conducting a production campaign in his 
raturity. HM cates are continued without change ex- — beng a at — — fa 
$25,000 HM cept double indemnity benefits will now mar e completion of his 30 y 
5 16-50 i lemed up to $10,000, but not on term. | Of continuous service for the fraternal. rep resentatives of the Company ag 
) at ma- 
ash and . 
50 pai (@ National Fraternal Day Is CONVENTIONS 
, to Be Observed April 27 
up cer: Ohio National Life Agents 
will be National fraternal day will be ob- ‘ 4 
in auto served April 27, the date having just Hold Tristate Convention 
sr three MB been set by the executive committee of 
yable in the National Fraternal Congress. Last The Ohio National Life is holding a 
rom ont # year official observance concentrated in| cection convention for lowa, Nebraska 
to bent Ha celebration Sept. 1 in the Century of | 344 South Dakota agents at Canale this 
for the MB Progress exposition in Chicago. This week, Vice-president J. H. Evans being 
— in year there will be held throughout the | ;,, charge President T. W Appleby 
or five, @ country formal programs, banquets, pic- ' “ =” : 
for lie [Ml tis, demonstrations of ritualistic work | E57 “yf ‘Evans’ address was on “The Group Insurance 
ng py ge foo nde Inherent Stability of Life Insurance.” 
‘Marks of the N. F. C. urges all mem-| He will also give a talk on annuities 
yayment ME ber societies to take active part. is 8 seat iitta, d 
oe WHIM The purpose of the anneal cvent | S=DMiniog, thee types, and desiablity Record for 1933 
— = 0 promote friendly acquaintanceship | Westgate, assistant superintendent of 
G, with Hi among fraternal societies and members, agents explained the Ohio National 
up 1 inculcate a better knowledge of values three way plan. Another talk will be Group insurance benefits paid to em- 
psn and advantages of fraternal operation | from R. E. Morgan, home office agency P eas 
orm ad services rendered members. This | supervisor, who will speak on. “Pros- ployees and their families came to nearly 
s will be the eighth observance of the day iE: oa 3S 000.000 : 
> 65 at HE in upwards of 50 communities. Presi- ane il = $2, P a week during 1933. 
000 paid MR dent Marks prepared a fraternal day ad- the speaker P od 
: Ba tess for use by speakers throughout the : Most employers appreciate more than 
untry, which is being distributed by , i+ 7 o 
Elizabeth M. Mehan, Milwaukee, chair- Occidental Producers Meet ever before how well it is for the com 
excent MJ tan bureau of publicity of the congress.|_ DEL MONTE, CAL. March 22.— munity and for business to have the de- 
S. ge . ’ +) A : t 
values paren . The leading producers’ convention of pendents of those who die taken care of 
‘orm H Strife in Hellenic Order the Occidental Life is being held here in this way 
settle The Illinois department has made its this week. V. H. Jenkins, vice-president . 
16-60. MM teport on the examination of the Hel- | ™ charge of production, presided at the ‘ 
00 cash, IM Ienic Brotherhood of Messenia, a Chi. | °Pe@ing _session and welcomed _ the Among your clients there are employ- 
a graternal, showing income last be aE lr pom yas ir peter ers to whom you can sell some form of 
e, ) 935 P z , ‘ : A 
ts po thas in pee mage ro, a retary, who told of the results of the group insurance. It is well worth your 
s from ers, Th ee : _ | past year an e company’s plans for . : 
sre Of MM tal strife pgp omer Pigg tl development. P. L. Davies, assistant while to do this. 
ind the HM factions ; . ; secretary, explained the bonus contract. 
Ns in the society and unless dis- ‘ ; 
‘orm continued threatens to ieanasdixe.. ies Dr. D. W. Skeel, medical director, gave 
‘ uecessful operation I on heart aan and sf sa 
but be ; ope, vice-president and actuary, dis- © 
ge lim F cussed the new “Ironsides” policy. Connecticut General 
, taternal News Notes Hoyt M. Leisure, president of the Lif I Co 
special, anne West Virginia Fraternal Congress | Leading Producers’ Club, presided at 1ré insurance mpany 
0 death MM burg May 2 will be held in Parkers- | today’s session, the first speaker being Hartford. Conn. 
h bene: The a PP iti ae B. J. Dickson, Los Angeles general P 
cidental fess annual meeting will be held May | 2gent on “Business Insurance.” He was 
d is 18 n Seattle. followed by F. B. Alldredge, San Fran- 
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. ANNUAL STATEMENT 


ASSETS 

First Mortgage Loans on Real Estate .................6- $4,226,096.87 
Real Estate including Home Office Building ............. 938,408.19 
DO Oi TENET TONES 5. ooo oon oc os os bing osc ccncence 1,854,960.42 
Bonds—Government and Municipal .................-005: 248,063.17 
anterest: Dine. and. Apcruéd ©2560 528 oO. hee bee sleds 193,133.85 
Ot eIBtANENE POMIOMS . >... 656 isc ieeec ces eececieees 250,283.16 
ENE INE oo ios cca is ase ove ce De Ew EGA Fo SaRe Sen gue 180,495.66 

Total WMilmnitted Aabets ...cGiaciek scien sc ccssccrgoet $7,891,441.32 

LIABILITIES 

sapbrves om Policies .. «ones « cake eee 006 ce esse ms oad $6,548,499.74 
Reserved for Losses, No Proofs Received ................ 35,291.75 
Interest and Rents Paid in Advance ..................0+- 52,528.04 
Reserve for Taxes, Trust Funds and Dividends........... 142,010.73 
Miscellaneous FTOROrVES ....... GER Toes occ cc cc cevccscecece 229,645.35 
Mortality and Investment Reserves ...............eeeee0s 183,465.71 
MARIE UMN BG 2 area S5K Gen ndve "5 0.000 aie wens eaes 300,000.00 
MNESUR MAE MNNIINE 5a sinte 65's aio six we mst eoibe lores abs apie see 400,000.00 

Totl?.6 AERC CA 2. OBS. BR. PACS. es $7,891,441.32 

Surplus to Insurance in 

End of Year Total Assets Policyholders Force 

te Se ees $ 29,827 $ 16,050 $ 1,529,645 

ESSE A eee 2,597,815 338,113 24,617,680 

BEB 3s0%ssnesheuse 7,979,664 883,466 45,661,565 


Total Paid to Policyholders and Beneficiaries 
to Date, $7,331,970.47 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT “The Friendly Company” INDIANA 








Men Wanted — Reliable and Trustworthy Men To Sell 


The United Six-Way Protection Contract 
All in ONE POLICY: 


1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 
2 %IF YOU DIE BEFORE AGE 65—it will pay your family $5,000. 
3. IF ANY FATAL ACCIDENT should occur to you—it will pay your 
family $10,000. 
4. 4 a ACCIDENTS should occur to you—it will pay your 
‘amily 5 
5. IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 


you $50.00 per WEEK for 52 WEEKS, and $25.00 per WEEK thereafter. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. 
(Non-Cancellable) 
(Non-Proratable) 

IN ADDITION: 

6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 
will be relieved of the necessity of making any further premium de- 
posits. Then at age 65 you will receive $5,000, just as though you had 
continued to make deposits yourself. In the event of your prior death 
the FULL FACE VALUE of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Write—Agency Department 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 














Strong Progressive 


Ave You Willing te WORK for a Company Which Is Willing to WORK with You? 











— 


E. S. ASHBROOK 
Pre: JOHN H. McNAMARA 
Founder 


PAUL McNAMARA 
ident Vice-President 


@ 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 











cisco manager on “Visual Selling.” S. N. 
Randolph discussed “Increasing Indi- 
vidual Efficiency,” and G. W. Ayars, Los 
Angeles, talked on “The Future and 
You.” 


Mr. Jenkins will preside at tomorrow’s 
session. Cunningham, southern 
California division manager, will talk on 
“Recruiting and Training.” N. J. Nel- 
son, northern California manager, will 
discuss “The Manager in Action.” 

At the banquet Friday evening Presi- 
dent L. M. Giannini will present the 
president’s cup to Division Manager I. 
C. Cunningham, who won a recent pro- 
duction contest. Mr. Giles will present 
club emblems to new members. 
Wilson and F. B. Swanson will put on 
a sales demonstration. H. M. Leisure 
will preside at the banquet with Mr. Jen- 
kins as toastmaster. 





Grant Attends Texas Meet 


A sales meeting was held by agents 
of the Business Men’s Assurance in 
southwest Texas, including the Rio 
Grande valley, in charge of O. B. Krez- 
dorn, agency supervisor. President W. 
T. Grant, Dr. Ernest Robinson, medical 
director, and A. W. Hogue, Texas 
agency manager, spoke. President Grant 
explained the silver anniversary special 
policy, Dr. Robinson spoke on the work 
of the agent in selecting risks and Mr. 
Hogue gave a sales presentation. 





National L. & A. Meet at Wichita 


The National Life & Accident held an 
agency meeting in Wichita last week 
attended by President W. R. Wills, 
N. T. Webb, assistant western manager, 
and I. E. Smith, Waco, Tex., division 
supervisor, S. G. Glover, manager of the 
Wichita district, was host. 








NEW YORK NEWS 




















HUSSEY AGENCY ORGANIZER 


F. W. Hussey, assistant to the man- 
ager of the P. D, Cunningham agency of 
the Mutual Life of New York at 60 John 
street, New York City, has been made 
agency organizer. He succeeds Joseph 
A. Lanigan, who was made manager at 
Manchester, N. H 

* * * 
T. G. MURRELL’S SUCCESS 


Something new in agency layouts may 
be seen at the quarters to which Man- 
ager T. G. Murrell of the Connecticut 
General Life in New York City trans- 
ferred his office this week. The new 
quarters are in the same building as 
were occupied formerly, 225 Broadway, 
but are on the fifteenth floor and oc- 
cupy about three times as much space 
as the old ones. The agency started 
from scratch 16 months ago. 

The most striking feature is the at- 
tractive foyer and reception room, which 
are separated entirely from the agents’ 
or office workers’ departments. Mr. 
Murrell and Assistant Comptroller 
Philip Miller of the home office, who 
worked out the plans, believe that a 


-+much better impression is made on the 


policyholder if he is received in such 
surroundings rather than having to wait 
in the midst of a large general office 
where his attention is distracted by the 
manifold activities or the agents and the 
clerical force. 

Among the other features of the of- 
fice is a permanent training room for 
new men. Here new agents are trained 
for a full month before going out into 
the field. They are schooled princi- 
pally in the two-interview method of 
selling, securing information in the pre- 
liminary interview in which to base a 
tailor-made proposal to fit the prospect’s 
objectives. In conjunction with this 
work the analysis department has proven 
very valuable. . 

Starting from scratch Nov. 1, 1932, 
Manager Murrell’s agency ranked 
twelfth in paid business among the com- 





pany’s agencies countrywide for the year 
ending last Dec. 31, and during Febru- 













News of Pacific | 
Coast States | 


Effect of Utah State Cos 


Officials Are Gratified at the Resul, 
of the Measure Under Recovery 
Act 














SALT LAKE CITY, March 22.—Th 
code of fair practices for insurance j 
Utah, believed here to be the only stax 
‘insurance code that is actually operatiy, 
is working well, according to Commis 
sioner E, A. Smith, Jr., and R. 
Sanders, executive secretary of the cot 
authority, the insurance council, and se. 
retary of the Utah Association of I. 
surance Agents until he resigned tha 
office recently. 

Both officials were delighted with the 
way all classes of insurance men are co. 
operating. It was stated rate filing js 
now practically completed. <A _ goo 
many applications for licenses, probably 
about 15 percent, will be denied, the o- 
ficials said, largely because the appli 
cants are not seriously engaged in the 
business. To write life insurance ina 
town of over 5,000 one must now de 
vote the major portion of his time to 
the work. In fire insurance and allied 
lines in a town of more than 4,000 the 
agent must maintain an office and write 
his own policies. 


Procedure Under Code 


License applications are passed on by 
the code council for conformity to the 
code and then given to the insurance 
commissioner for approval under the 
general insurance laws of the state. Both 
are determined to enforce the reguls 
tions strictly without fear or favor. 

Commissioner Smith said there is no 
question in his mind as to the bene 
ficial effects of the code on insurance. 
“It will stabilize, standardize and dig- 
nify the business,” he said. “It wil 
keep out the agent who has no bus 
ness in it, and it will raise the stant- 
ards from the standpoint of qualifica 
tions. In the past we have had trouble 
from agents who did not know whit 
they were selling.” 


Bankers Life Conference 


SAN FRANCISCO, March 22—W. 
W. Jaeger, vice-president; E. McCon- 
ney, actuary; M. E. Lewis, assistant sv- 
perintendent of agencies Bankers Life of 
Iowa, were the principal speakers at 4 
two day agency conference for the 
northern California section here last 
week. One evening President G. 5. 
Nollen addressed meeting by telephone 
from the home office. Elbert Storef, 
general agent at Indianapolis, vacation 
ing on the Pacific Coast for several 
weeks, came to San Francisco from Sati 
Diego to attend the meetings. 


Oakland Manager Honored 


F, W. Siler, manager Oakland No. *, 
John Hancock Mutual, has been pre 
sented an award certificate in recogni 
tion of an outstanding record in the 
competition for the president’s trophy 
for 1933. Presentation was made by 
R. B. Witham, Pacific Coast regional 
manager, at a meeting of the entire stall. 
Visiting managers who spoke were & 
W. Brown, Oakland No. 1; A. J. Caw- 
ley, San Francisco No. 1, and Robert 
Grimes, San Francisco No. 2. 

The only other agency on the coast 
receiving the award was Manager R. }. 
Bostwick’s Long Beach office. 





ary ranked No. 7. The agency 10 
has 20 full-time men under contract. 

Mr. Murrell was life insurance mat 
ager of Fred S. James & Co. in 
cago before going to New York. 
was the first president of the Chicago 
C. L. U. chapter. 
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Discussion Method 
of Teaching Good 








(CONTINUED FROM PAGE 1) 


practical selling aid or perhaps it is con- 
sidered fine for the man who devised it 
but not suitable for general adoption. 

The instructor may ask, “When did 
you sell your last prospect for educa- 
tional insurance? How did you make 
the sale?” Then, turning to another 






22.—Th fe man, who has had trouble selling this 
rance ifm type of policy, the instructor may ask 
nly stati him if he used the procedure followed 
perativgm by the first man, and if not, why not. 

q Or he may ask how many have been 


pushing the $10 a week savings plan and 
how they prospect for it. One agent 
said he found it worth while to enroll 
in night school for the contact with 
the students, many of whom he found 
to be of an ambitious type, and keenly 
awake to the merits of a good savings 





1 are come plan. 
filing is The field schools. have been valuable 
gooifm not only in bringing out and interchang- 
probably me ing new selling ideas but also in stimu- 
, the of- lating men to greater production. A 
e appl-jm quota of 30 calls, 15 interviews, two 
1 in them cases, for a volume of $10,000 was set 
1ce in ag as the standard week’s work during the 
now def school period. The actual average which 
time tof has been maintained while the schools 
d allie were in session during the past year 
000 theme was 31.2 calls, 16.2 interviews, 2.6 cases, 
ad write for a volume of $10,424. 
Stimulus Found to Persist 
Officials in charge of this work do 
d on by not, of course, contend that this aver- 
- to them age could be maintained by agencies 
isuranceeMe generally provided the schools were kept 
der them in session 52 weeks of the year. Any 
te. Bothf company which could raise all its agents 
regula fm to the half-million dollar class by such 
or. procedure obviously would devote all its 
‘eis nim ¢forts to field schools and run them 
e bene Mm throughout the year in every agency. 
surance. [me It has been found, however, that even 
nd dig-@M@ after the field school is over the higher 
‘It wil— production levels persist for a consider- 
o busi fm able time. The field schools always 
. stand me have been a highly important part of 
ualifica- Me the Equitable’s agency operations, and 
trouble the discussion group plan has made them 
y what(™ additionally effective in meeting today’s 
selling problems. 
e Company Able to Withstand 
DD ome VV, ° 
icon. Maximum Demand for Cash 
ant st 
Life of (CONTINUED FROM PAGE 3) 
rs . being to pay death expenses, and possi- 
or - ly, Dr. Cook said, bring a “bonus.” 
re . _He said in many such cases examina- 
S tions fail to disclose impairments which 
lephont HH undoubtedly are known to the applicant 
Storer, MJ and his beneficiaries, and which are the 
poscrnil Primary reason for taking the insurance. 
-— In addition to the two officials, there 
om. Sali Were present from the home office and 
talked, Agency Director W. F. Grantges, 
Supervisor of Agencies C. A. Peterson 
“ed and Agency Instructor E. P. Balkema. 
No! he home office delegation held a simi- 
0, 2, lar regional meeting at Cincinnati, 
n pre March 21-22, 
ecogn Agents from Virginia, West Virginia, 


in the North Carolina, Ohio, Indiana, and 


on Tennessee attended. The home office 
ide J oihncials conducted a school on new pol- 
mri ty forms and dividend practices. Presi- 
e stall. dent Arnold and Vice-president Cook 
ere G. talked. The W. E. Lord Co. is now 
Caw- sole general agent for the company in 
Robert incinnati. 


‘RL Financial Section Weighs 
Municipal Bond Problem 





—=— 

, now _ (CONTINUED FROM PAGE 3) 

ract. ae might try out the plan in con- 
mas *ction with one or two issues. 

L __ fag Guy, treasurer Mutual Life of 
, me nada, said the life companies in the 





minion are members of the Dominion 


whee & Investments Association, 
Ich forms committees of its own, so 











that concerted action can be taken. The 
plan has worked successfully. 

Mr. Lacy pointed out that some of the 
high grade investment houses have in- 
vestigators in the field and will report 
to insurance companies on any particu- 
lar situation. 

F. P. Samford, Liberty National Life 
of Alabama, said the insurance compa- 
nies and bond dealers in his state tried 
to form a committee in connection with 
Decatur, Ala., bonds, but the plan has 
not proved successful because other 
bondholders were not willing to deposit 
on the general theory that all bondhold- 
ers’ committees are rackets. 

If committees were set up under the 
auspices of the American Life Con- 
vention, he said that the public might 
be willing to cooperate. 


Says Future Is Uncertain 


Mr. Lacy asked how many had pur- 
chased state bonds since Jan. 1. There 
were 10 responses. C. Holmberg, 
Northwestern National Life, said the 
state bonds his company has bought 
yielded no better interest rate than 
United States bonds. He said the fu- 
ture is obscure and there is a difference 
of opinion as to whether the country is 
in for a period of cheap money or high 
interest rates. 

Edward B. Raub, Jr., Lafayette Life, 
asked how many were planning to join 
in the refunding proposal in Arkansas. 
Six replied that they would and one 
that he would not. 

George A. Boissard, Guardian Na- 
tional Life, suggested the American Life 
Convention request more uniform legis- 
lation to make the states assume re- 
sponsibility for municipal obligations. 
He pointed out that the states gave 
municipalities their charters and they 
should be charged with a degree of re- 
sponsibility. 


Rewriting of Policies When 
Loans Are of Large Size 





(CONTINUED FROM PAGE 10) 


of giving the assured more insurance 
for less money whenever possible and 
that if the premiums on a policy are be- 
yond the assured’s ability to pay pre- 
miums, that a lower rate contract should 
be arranged, are features that are not 
mentioned at all. There is no evidence 
that the good will of the assured secured 
by proper rewriting which will surely 
result in additional business later on, has 
been considered. 

No mention is made of the rewriting 
of policies involving automatic premium 
or partial cash loans, extended term or 
fractional paid up policies. Rewriting is 
considered entirely from the standpoint 





of maximum loans. The figures cited 
involve a very small amount of business 
rewritten during a period of acute finan- 
cial distress and reflect varying prac- 
tices and viewpoints on the part of the 
companies. It is evident that an inten- 
sive effort is being made to study and 
analyze the problem and this is most 
commendable, but at the same time a 
large amount of experimenting and con- 
siderable inexperience is revealed. It is 
generally recognized that the problem is 
entirely different than the regular rou- 
tine of a life insurance company. The 
agency problem, a varying of the com- 
panies’ attitudes, some with plans and 
others without, most definitely points to 








the need of a highly capable organiza- 
tion specializing in this field. 

It also seems apparent that too much 
emphasis is being placed on cash values 
of life insurance and the desire of the 
companies to hold a maximum amount 
of reserve or loans to improve mortality. 
The companies should approach this 
problem from the viewpoint of the pol- 
icyholder to give him the maximum ben- 
efit when possible by a rewriting, and 
proper selection and underwriting will 
protect their interest. 


The California Fraternal Congress will 
hold its annual meeting in Pasadena in 
November. 































































































PROTECTIVE LIFE INSURANCE CO. 
INSURANCE IN FORCE BY YEARS _»,. 3: 
1907 1909 1915 1915 7 1919 me 1925 1925 1927 1933 
70,000,000 | RECORD OF GROWTH 
63. 000. 000 — n Assets Legal Reserve Capital and Surplus Insurance ir Force 
1907 $ 118,254.00 $ 909.00 $ 116,730.00 $ 183,500.00 
ceed a 362,784.00 174,806.00 181,829.00 4,334,981.00 
49,000,000 | 1917 892,185.00 620,425.00 245,686.00 7,149,499.00 
42.000000 | '922 _ 1.930.163.00 1.552,014.00 300,220.00 16.077,239.00 if | 
1927  6,417,81000 4,714,681.00 1,495,548.00 57,556,313.00 / 
35,000,000 r 1932 7,904,993.00 5,774,594.00 1,692.457.00 58,312,346.00 
28,000.000 | 1933 8,503,875.32 6,391,625.85 1,641,555.23 59,982,344.00 
21,000000 
| a 
i4,000000 > 
7000000 
2 
LiFE INSURANCE Co. 
BIRMINGHAM, ALABAMA. 














Angus O. Swink 
President 


Modern Plans of Protection 
Juvenile Contracts 


“Just like dad’s” 


Issued from birth to nine years, six months 


Yes, our General Agents will be glad to receive brokerage busi- 
ness on the lives of healthy youngsters in good families from agents 
of companies not writing insurance under age ten. Ask or write for 
our attractive Juvenile literature and rate book. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Vice-Pres. & 


William H. Harrison 


Supt. of Agencies 
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The Columbus Mutual 


OFFERS 
‘First—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational—- 


Reward determined not by chance, by guess, or by favor- 
itism, but by results— 


The larger the production, the higher the rate of compen- 
sation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 





















PURE PROTECTION 
LIFE INSURANCE 


Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whale Life Policy 


Ee  AGE—357-SI3.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND < 


; NO CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds of Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company _, 


Excellent opportunity for salesmen—Illinois, Michigan, Indiana, Missouri. 


PS TER STATE RESERVE LIFE 


MUTUAL LEGAL RESERVE [LIFE INSURANCE 


10 EAST PEARSON ST. 
















CHICAGO 











Wanted: Managerial Material 





iene 19 
BUFFALO MUTUAL LIFE INSURANCE COMPANY* 


for the States of New York and Ohio “a BUFFALO, NW 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old. company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 


























INSURANCE 


THE UNITED STATES LIFE INSYRANS 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 





Financial Section Parley 
Does Not Produce Hot Tips 


(CONTINUED FROM PAGE 11) 


connection with the corn-hog program 
of the agricultural adjustment adminis- 
tration. Several Washington and other 
officials in charge of the administration 
of this program were on hand and after 
making introductory remarks, answered 
the many questions of the members of 
the Financial Section. The corn-hog 
people included W. Harry King, who is 
in charge of the institutional landlord 
unit of the corn-hog section of the 
AAA; Ralph H. Moyer, regional rep- 
resentative of the AAA; E. H. Moyer, 
attorney for the corn-hog program; J. 
D. Hull, regional consultant of the corn- 
hog, and W. J. Kupper, in charge of the 
Chicago office. 

Then the Financial Section went into 
session again, for further discussion of 
the corn-hog program and also as to 
observations about the refinancing of 
farm mortgages through the Federal 
Land Banks and/or the commissioners. 

The evening before the meeting of 
the Financial Section, the farm mortgage 
committee of the A. L. C. held an in- 
formal meeting. The members of that 
committee were R. T. Byers, American 
Central Life, chairman; A. A. Zinn, 
State Life of Indiana; F. W. Gleason, 
Pan-American Life; O. J. Lacy, Minne- 
sota Mutual Life; D. T. Torrens, Kan- 
sas City Life, and S. F. Westbrook, 
Aetna Life. 

Two days before the Financial Sec- 
tion meeting, the farm mortgage confer- 
ence of the larger companies held ses- 
sions in Chicago. Mr. Westbrook is 
chairman of the conference. Usually 
these monthly meetings are held in the 
east. 





Industrial Bill Passes 


WASHINGTON, D. C., March 22.— 
The Senate has passed a bill governing 
industrial life insurance in the District 
of Columbia. It provides that good 
faith on the part of the applicant and 
insured shall constitute a material ele- 
ment in determining the validity of such 
a policy in event payment of the policy 
is refused because of unsound health at 
or prior to the date of the policy. At 
the hearing the insurance companies 
said this practice had been followed but 
there is no clause in the policy requir- 
ing payment under such conditions. The 
bill also provides industrial policies 
shall be incontestable on any grounds 
relating to health after two years from 
date of issue, unless the policy shall 
provide a shorter period. It also pro- 
vides for the naming of a beneficiary, 
but it is not compulsory. 


Willard King Appointed 


Willard E. King, former Detroit man- 
ager of the North American Life of 
Chicago, has been appointed regional 
production supervisor of the Home 
Owners Loan Corporation. 


Trinity Life Holds Meeting 


Commissioner R. L. Daniel of Texas 
was the guest of honor at the annual 
meeting of the Trinity Life at Dallas. 
A banquet was held in connection with 
the meeting with more than 500 per- 
sons attending. President A. Morgan 
Duke reported that the Trinity Life 
had $7,043,342 insurance in force on 
Dec. 31 and $1,453,600 new business had 
been issued since then. 


Son in Mathus’ Household 
A son, John Folsom Mathus, was 


born to Mr. and Mrs. Kenilworth H. 


Mathus March 16. Mr. Mathus is 
editor of publications for the Connec- 
ticut Mutual. 


Roy D. Mitchell Dies 
Roy D. Mitchell of Sandusky, O., an 
Ohio National director, died Monday. 
Mr. Mitchell had been a director since 








T. L. Haff Vice President 
of the North American R, 


NEW YORK, March 22.—Theodon 
L. Haff, United States manager Euro, 
ean General Reinsurance, was electej 
vice-president of the North Americy 
Reassurance succeeding Arthur Cobun, 
who was last week elected vice-preg. 
dent of the Southwestern Life of Dall 
Mr. Haff will continue as U. S. map. 
ager of the European General. He wa 
also elected a director of the Nort 
American Reassurance to succeed f;. 
nest Iselin. 

At the same meeting Harold I. Pray 
was elected chairman of the board. 

Mr. Haff is a reinsurance executive 
of broad experience. Before joining 
the European General, a casualty fr. 
insurance company, he was in the fir 
reinsurance side of the business. The 
North American and European Gen. 
eral, together with the Prudentia Re- { 
Co., are members of the Swiss Rein. 
surance group. 





National Tea Company Is 
Taking $15,000,000 Grow 


A large group life and disability con 
tract has been closed on the Nationa 
Tea Company in Chicago by the Aetm 
Life, covering more than 6,000 employes, 
the estimated insurance being $15,000; 
000. It was handled through the R. §, 
Roberts general agency by Manager VW, 
T. Craig of the group department there, 
The brokers on the case were P. R. 
Pape of W. A. Alexander & Co., and 
A. J. Gallagher, Insurance Exchange, 


Hold Sales Conference 


H. P. Trosper, New York Life, ad: 
dressed a sales conference of the Mu 
tual of New York in Detroit on “The 
Hidden Equation in Life Insurance 
Selling.” E. E. Sayles, estate specialist, 
spoke on “A Comprehensive View of 
Life Insurance;” A. W. Hostetler on 
“Prospecting,” and W. J. B. Thomas 
on “My First Year in the Life Insur- 
ance Business.’ The conference was 
under the direction of J. B. Macken, oi 
— & Ballou, managers Mutual 
uife. 





General Agent Stevens Dies 

J. Putnam Stevens of Portland, Me, 
general agent of the Massachusetts Mt- 
tual Life for nearly 50 years, died there 
after an illness of several months. He 
was considered the dean of life men i 
Maine and of the Massachusetts Mt 
tual’s agency force. 


Receivership Is Requested 


Suit to dissolve the Alton Mutual So- 
ciety of Alton, IIl., a life association 
organized in 1927 has been brought in 
the circuit court at Edwardsville, IIl., at 
the instance of Insurance Director Pal- 
mer. The petition alleges liabilities ex 
ceed assets by $11,200. 
Eighteen policyholders 
Jan. 2. 


Great-West Life Cuts Rate 


The Great-West Life of Winnipeg al 
nounces that in the future the interest 
rate on premium notes is reduced from ! 
percent to 6 percent. 


Sun Life Scale Continues 

Dividends to policyholders of the Sun 
Life of Canada, effective from April | 
1934, will be continued on the same scale 
paid the past year. On proceeds of es 
cies left with the company interest W! 
be allowed at 4% percent, commencin’ 
April 1 and on dividends left on depos! 
the rate will be 4 percent. 


died _ since 


apolis reports that the new. adul 
ness in February was $572,263 4 


se 
pared with $408,000 last year, increa 
40 percent. Its juvenile business Wi 


$30,985, making the total month’s 
ness $603,248. 
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SALES IDEAS AND SUGGESTIONS 








Vast Opportunities for Life Agents 
Arising from Depression Stressed 
in St. Louis Talk by F. H. Davis 


Life insurance men and women today 
are working in an atmosphere of public 
confidence, Vice-president F. H. Davis 
of the Penn Mutual stated in a talk 
before the St. Louis Association of Life 
Underwriters. Of the betterment of 
business conditions there is no doubt, 
nor that the mass of the public has 
lost its jitters of a year ago. 

So long as the present betterment 
continues, the momentum of returning 
confidence will be maintained and life 
insurance will share in the improvement. 
If it does, he said, there will be pre- 
sented a vast new market that is being 
created by the very circumstances that 
caused the upset in all business. 


Virtually New Market 
in Former Policyholders 


“Hundreds of thousands of policy- 
holders who were obliged to give up 
their insurance in order that they might 
have bread and butter, fuel, clothes, rent 
money and mortgage instalment money, 
and who now again have incomes, will 
be willing prospects for the restoration 
of so much life insurance as their means 
will permit them to buy,” he said, 
“Perhaps only a small portion of them 
will at first be able to take as much as 
they surrendered, but they will be of 
the mind to go as far as their incomes 
will allow. This should be a heavy part 
of your production and a part of it that 
should give you the deepest satisfac- 
tion. That is virtually a new market 
for the life underwriter. 

“Along with that you will still have 
your former market: Protection for the 
home, comprising cleanup fund, monthly 
income for the widow, mortgage cover- 
age, college education for the children, 
boy and girl insurance, and retirement 
fund when the working years are over, 
together with annuities for the parents 
and other dependents. In brief, the 
domestic program for protection which 
all of you know so well.” 

Mr. Davis pointed out that another 
part of the regular market which is 
opening again is estate conservation. 
Increase in income and property taxes 
and in federal estate tax offers oppor- 





tunity to sell life insurance. Business 
men again will need business insurance; 
partnerships and corporations will need 
general protection and credit protection, 
as well as the highly liquid assets ob- 
tainable in life policies. 

Salary savings will be in greater de- 
mand. Women underwriters, Mr. Davis 
said, also will have the new market of 
restoration and the old market. Wage 
and salary earners and _ professional 
women will be the best customers. Re- 
tirement income contracts have become 
very popular among _ self-supporting 
women. Another opportunity is the 
philanthropic endowment. 

Mr. Davis said the great body of field 
workers is industrious, intelligent, loyal 
and ambitious, yet he stressed the nec- 
essity for most careful prospecting and 
widening of the field. He said the 
agents have so many hours in the day 
to work; every minute must be made to 
count. 

“If your income has suffered, as it 
has with most of you,” he said, “the 
more thrifty use of time, both as to 
how to use it and where to use it, will 
ease your situation. Business hours 
should not be used for finding out whom 
you are to see and where you are to 
0. 

’ Mr. Davis said this should be done 
when the business day is over. The day 
should start with a definite program and 
a route to the prospects that is the 
shortest line between two points. He 
asked if the agent’s method of presen- 
tation is as effective as it might be. Is 
he a skeptic about organized sales talks? 
If so, he said, the agent should observe 
the experience of successful men in the 
business, for they have demonstrated 
the worth of these ideas. 

He dropped a word of advice to the 
newer agents against chasing the rainbow 
of large cases. Their day is over. Un- 
derwriting limitations and economic 
conditions require limiting both size and 
number of acceptable, individual large 
cases today. 

The universal experience of successful 
men and women in the business is that 
he who writes applications as they come, 


small, medium and large, doing day by 
day the day’s work, is the man whose 
income is satisfactory, his increases 
steady and his ultimate financial inde- 
pendence practically assured. 

Mr. Davis finds one thing to watch 
carefully is the waste which often oc- 
curs in agency contests. In many cases 
applications are not followed by exam- 
inations and deliveries are expensive. A 
contest for paid for business is the ideal 
one, he said, but it has the drawback 
that in magy cases the agents become 
discouraged rather than stimulated. On 





the other hand, contests for written 
business frequently are little more than 
a speculation in production. More ap- 
plications are written by the individual 
than he would have written without 
them, but he is apt to take a chance by 
turning in applications from men whose 
hands gave their signatures, but whose 
minds did not. General agents should 
emphasize that in all written business 
contests only the applications which it 
is probable will be followed by deliv- 
eries. and that will be paid for, are 
worth while. 


Three Group Sessions Popular at 
Cleveland Sales Congress; Many 
Practical Suggestions Presented 


Group meetings again proved popular 
at the spring sales congress of the 
Cleveland Life Underwriters Associa- 
tion. The afternoon session was divided 
into three separate meetings addressed 
by W. N. Watson, Boston manager of 
the Phoenix Mutual Life; S. E. Martin, 
John Hancock Mutual Life, Columbus; 
and M. B. Cohill, Equitable Life of New 
York, Pittsburgh. 

Mr. Watson, heading the group on 
“Program of Effort and Time Control,” 
pointed to the need of a working bud- 
get. “Set up the amount you must earn 
to meet your responsibilities,’ he said, 
“and then figure the amount of business 
required to produce that income. An- 
alyze your work and determine the num- 
ber of interviews required to produce a 
sale and how many interviews are nec- 
essary over a yearly period. 


Knowing Value of Each 
Call is Incentive for Agent 


“Knowing the value of each call and 
interview is a tremendous incentive for 
a life underwriter to control his time. 
Secure a definite number of new pros- 
pects each day and make a definite num- 
ber of appointments. Let us assume 
there are two kinds of interviews—the 
picture-taking interview and the clos- 
ing interview. Make a certain number 
of the closing interviews every day.” 

Mr. Watson pointed out the value of 
records and the importance of having 
an early morning appointment. Eve- 
ning work should be by appointment, he 





said, and only one interview should be 
scheduled per night. The right mental 
attitude and a definite objective are in- 
valuable. The importance of consecu- 
tive production cannot be _ over-esti- 
mated. Perseverance will do it. 

Mr. Martin, speaking on “Facing Our 
Problem for What It Is,” pinned the 
job of the life agent down to a definite 
objective—supplying an income to fit 
the living standards of the assured and 
his family. “Your prospect’s require- 
ments must be measured before insur- 
ance can be sold intelligently,” he said. 


Four Conditions Under 
Which Income Is Cut 


“There is only one property which is 
geared to life—insurance. People have 
tried other plans of solving their income 
problems but what they have actually 
been seeking is life insurance. The pur- 
pose of an investment is to provide food, 
clothing and shelter today, tomorrow 
and every day. The perfect investment 
is that which delivers the required in- 
come as long as you live and your de- 
pendents live. No matter what a per- 
son invests in, that property will sooner 
or later be measured against tomorrow’s 
problems. 

“There are four conditions under 
which a person’s income may be cut 
off—when he is unemployed, sick, dead 
or aged. Unemployment is usually only 
a short term factor and sickness is some- 
times avoided. Death and old age, how- 
ever, are inevitable and upon these life 
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New Tools Meet Old Problems 


Fundamental needs do not change—but condi- 
tions do. Smart merchandisers meet old problems 
in new ways, matching the tempo of the times. 
They offer new approaches, new selling angles, at- 


Fidelity Is Abreast of The Times 


The Bridge Builder—a package sale. Continues 
the breadwinner’s income through the readjust- 
ment period. The Fortifier—a depression policy. 
Stands midway between the usual Term policy and 
permanent plans. And Family Income Rider ap- 
plied to the “Income for Life” policy originated 
by Fidelity. These new Fidelity tools meet pres- 
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Move Forward! 


HE financial position of this Company is 

stronger than ever before, with a record 
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insurance may be sold with a certainty. 

“Every prospect has his own individ- 
ual problems and the measuring stick 
should be applied. Since a man’s family 
is educated to a certain standard of liv- 
ing based on the man’s income, they 
should be supplied with the same income 
after his death. In other words, to- 
day’s problems become tomorrow’s 
problems and the measuring stick can 
be definitely applied on the basis of 
today. The money requirements and 
the amount of insurance necessary to 
supply that income can be set down in 
black and white. The job of the sales- 
man, therefore, is not to sell life in- 
surance but to solve problems.” 

Mr. Cohill headed the third group 
meeting on “Dominating the Interview 
—Closing,” in which he gave his listen- 
ers the benefits of his 18 y@ars’ experi- 
ence as a successful closer. He stressed 
the importance of dominating the inter- 
view and carrying the prospect through 
to a favorable close. 


Enter Interview with 
a Positive Attitude 


“Enter the interview with a positive 
attitude and no apologies. Command re- 
spect if you would sell. Coordinate all 
of your knowledge regarding the pros- 
pect in the presentation which must be 
built around him as an individual. In 
other words, use only ideas which hit 
the target and modernize the presenta- 
tion to meet today’s needs. 

“Succes in life insurance selling means 
a great deal of drudgery and hard work. 
Considerable preparation is necessary 
before the approach. You should have 
a genuine friendly interest in each pros- 
pect and, during the interview, take the 
initiative in displaying that interest and 
friendly feeling. Close the sale in one 
interview if you can.” 

Mr. Cohill advised that each salesman 
should interview the class or type of 
people he can talk to best. Use ideas, 
also, which fit your natural ability but 
sell insurance to meet the client’s defi- 
nite needs. Dominate the interview, 
confidentty, and carry it through, logic- 
ally, to a successful close. 





CONGRESS HIGHLIGHTS 





President E. W. Brailey opened the 
Cleveland sales congress with 800 in at- 
tendance. 

At the morning session H. J. Cum- 
mings, vice-president Minnesota Mutual 
Life, talked on “Three in One,” and 
Roger B. Hull, managing director Na- 
tional Association of Life Underwriters, 
on “Industrial Recovery and Life Insur- 
ance.” 

Frank H. Davis, vice-president Penn 
Mutual Life, closed the afternoon session 
with a talk on “Today’s Opportunities.” 
‘IT am getting to the period in life where 
there are lots of yesterdays and too few 
tomorrows,” he said. “I am extremely 
interested in today. Take stock of today. 
What can we do that we didn’t do be- 
fore? The answer is, the things we 
failed to do yesterday. Methods in the 
past were all right. The trouble is, we 
don’t make proper use of what we know. 
I believe we need more enthusiasm and 
energy and the equipment and ability 
you have today is sufficient. Mental at- 
titude is as important as mental 
capacity.” 

J. H. Rutherford, Phoenix Mutual Life, 
was chairman of the afternoon session 
with Eugene Fish, National of Vermont, 
chairman of the morning. 





Life underwriter with 4 years agency experi- 
ence in home office and who for the past 4 
years has gone into personal production and 
field and training work to enlarge his knowl- 
edge and experience for the future, now de- 
sires Home Office agency position. Has 
made careful study and analysis of men and 
insurance contracts and practices. References. 
If you can use such a man address Y-42, The 
National Underwriter. 








WANTED—Actuary with proven record, 30 
to 40 years of age, married; desirable that 
actuarial examinations have been passed. 
Sound opportunity for man who can take re- 
sponsibility. Give complete history and ref- 
erences. Address Y-43, The National Under- 
writer. 

















Cc. L. U. 


William Alexander, secretary of the 
Equitable Life of New York, was the 
guest speaker at the luncheon of Los 
Angeles chapter of Chartered Life Un- 
derwriters. He told of the value of 
proper education of life underwriters in 
knowledge of the business, as well as 
in salesmanship. John W. Yates, Los 
Angeles general agent of the Massachu- 
setts Mutual Life, talked on “Love Your 
Business.” The type of agent that suc- 
ceeds, he said, is the person that not 
only loves the business but also ac- 
cepts the responsibility to his client of 
properly protecting his interests and 
those of his beneficiary and conscienti- 
ously observes the highest ethics of the 
business. J. D. Brady, attorney, talked 
on current inheritance taxation matters 
and recent legal decisions affecting life 
insurance. 

The meeting concluded with the pres- 
entation of a humorous burlesque of a 
life insurance sales skit by Harry Wal- 
ker, Howard Neal and F. W. Pierce of 
the home office agency of the Pacific 
Mutual Life, the script of which was 
written by Mr. Neal. 

ek, ok 


Because of the enthusiasm for the 
work manifested at the dinner given by 
the Detroit C. L. U. chapter, a review 
group to go over the first two sections 
of the C. L. U. course will be formed 
so that those who started the course 
in Detroit this year but did not con- 
tinue it will be enabled to catch up their 
back work and proceed with the class. 

Paul W. Cook, agency supervisor Mu- 
tual Benefit, Chicago, was the principal 
speaker to the 182 general agents and 
agents attending. 

Speakers included J. H. Kennedy, as- 
sistant agency manager Equitable; Miss 
Mildred E. TenBrook, Mutual Benefit; 
H. K. Schoch, general agent Aetna Life; 
C. A. Macauley, state agent John Han- 
cock and president Qualified Life Un- 
derwriters; M. L. Woodward, general 
agent Northwestern Mutual; F. L. 
Klingbeil, manager Prudential ordinary 
agency; Dr. W. D. Henderson, head of 
the extension division of the University 
of Michigan, and George E. Lackey, 
general agent Massachusetts Mutual. 











Nebraska Attorney General 
Holds Annuities Taxable 


LINCOLN, NEB., March 22.—Attor- 
ney General Good created consternation 
in Nebraska life insurance circles by 
ruling, when asked by Insurance Direc- 
tor Herdman, that life insurance annui- 
ties are taxable. The opinion prompted 
the calling of a meeting of company offi- 
cers and general agents, which was 
largely attended. 

The last legislature in amending the 
intangible tax law, placed annuities in 
the personal property tax classification. 
Mr. Good said it was clearly the inten- 
tion of the legislature to include annui- 
ties in the list subject to general tax 
levies, which means a tax of 2 to 3 per- 
cent, and these should be assessed to the 
holder at its value as of April 1 of the 
year in which assessed, that value to be 
found by capitalizing the payments not 
yet due and payable at their present 
value. 

The word “annuities” has long been 
appearing in the tax schedule, but no 
attempt has ever been made to assess 
any type other than those which include 
private donations to philanthropic enter- 
prises. In Laub vs. Furnas county, de- 
cided by the supreme court in 1920, it 
was held that reserves are not taxable, 
and that they could not be taxed until 
the legislature had fixed a standard of 
valuation of the interests of each party 
to the contract. 

C. Petrus Peterson, general counsel 
for the Bankers Life of Nebraska, 
pointed out the state collects a 2 percent 
premium tax, and an additional assess- 
ment would be double taxation. He 





feels the word “annuities” as applied 

the contracts. sold by life companies 
a misnomer and that when the test 
to what constitutes reserves is applied. 
that of whether a life contingency 
involved—it would be found that annuj 
contracts with provisions for refund 
for joint-survivorship would be held 
to be taxable. There might be s9 
doubt as to straight annuities whg 
payments cease at the death of the 
nuitant. 

The general discussion that ensue 
brought out that a number of other co 
tracts, such as monthly income policig 
might be construed, on the theory p 
pounded by the attorney general, to 
taxable. Mr. Peterson said a court te 
could be secured, if the attorney gene 
held to his original opinion, by an anny. 
tant refusing to list his contract an{ 
then protesting any tax levied if th 
assessor places it on the tax roll. 
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Asks Interest Reduction 


BOSTON, March 22.—Commissione 
M. L. Brown has called attention of al 
companies doing business in Massachv. 
setts to the order jointly adopted by th 
Massachusetts house and senate with 
reference to the reduction of the inter 
est rate on mortgages on dwellings. The 
commissioner asks the companies to re 
duce at the earliest practical date the 
rate of interest on mortgages they holl 
on dwelling houses occupied by their 
owners to not exceeding 5 percent per 
annum, “but only in so far as _ such 
reduction would be consistent with the 
principles of sound insurance manage 
ment, and not detrimental to the inter 
ests of policyholders.” 





Woodward Talks to Keem Agents 


M. L. Woodward, general agent 
Northwestern Mutual, addressed the 
Guy A. Reem general agency of the 
State Mutual Life in Detroit at an all- 
day sales conference launching the con: 
pany’s 90th anniversary sales drive. 
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